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New York, July 21, 1928 


New Orthopedic P rogress 


No Longer Should Feature Shoes be 
Classed with Patent Medicines ! 


OW shall feet be fitted? The answer is that 
H feet should be fitted with shoes sometimes 
smoothly and evenly, and at other times they 
should be fitted with pressures of endurable degrees 
increased locally at certain areas to assist weakened 
muscles, or, at times with unusual freedom from pres- 


sures locally at sensitive points. Feet that are evenly 





From a mechanical standpoint, the greater variety of 
shoes available, the better can be the fitting when all 
are conveniently at hand. Shoe merchants naturally 
wish to use the smallest number of shoe combinations 
that will give satisfactory practical results. Wearers 
of shoes favor, as a rule, those methods that are sim- 
ple and inexpensive; and, however meritorious the 


balanced, attractively shaped and 
normal in function should be 
fitted with shoes of correspond- 
ing shape and similar balance, 
smoothly, evenly, loosely. 

Feet may be fitted to shoes that 
increase pressures locally when 
longitudinal arches are sagging. 
Increased local support may be 
furnished by specially con- 
structed heels, or stiff shanks 
and counters, or orthopedic 
plates, or by shoes that shift 
strains by permitting changes of 
foot postures. Combinations of 
these methods are used profit- 
ably. 

Weakening front parts of feet 
may require shoes that are fitted 
snugly; and shoes may be con- 
structed with special combina- 
tion measurements for this pur- 
pose. Or, instead, independent 
arch supports or arch lifts may 
be utilized. Sore and irritated 
toes on the contrary may necessi- 
tate snugly fitted heels with un- 
usual room and freedom from 


. pressure in affected anterior re- 


gions. 
Customers like simple methods. 


mechanics 
of 
walking 


To illustrate in a mechanical 
way the uses of feet is to 
picture in a modern manner 
what takes place when the 
foot is in action. We have 
all heard so much about ro- 
bots (mechanical men) that 
it is well to picture the me- 
chanics of the foot in this 
form, rather than by grue- 
some, anatomical drawings 
of muscle and bone 


ideas of shoe merchants or doctors may 
be, such ideas have to appeal favorably 
to customers. 

There are many good shoes made now, 
yet it is impossible for an average cus- 
tomer or a medical practitioner to com- 
pare shoes of different manufacturers 
with accuracy and facility. The public 
and the medical profession need further 
education regarding shoe construction, 
last measurements and combination 
measurements that are used. 

Special campaigns of publicity and 
education would yield increased sales of 
those shoes that are completely and 
plainly labeled so that every one can see 
easily their precise peculiarities. 

While it may be said truthfully that 
the majority of customers perhaps are in- 
different to footwear details as long 
as their shoes look attractive and are 
reasonably comfortable, yet there are 
very considerable numbers of people now 
who would adapt themselves quickly to 
new information furnished them. Does 
it not seem probable that, as many cus- 
tomers realize more clearly the peculiari- 
ties of their own feet, they will search 
for and discriminate increasingly in 
favor of shoes correspondingly best with 
their own types? Just as many or more 
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shoes would be sold with increasing knowledge, there 
would continue to be many new styles and progress 
would be tending in desirable directions. 

The public ought to know universally, as shoe fitters 
know already, that some shoes are made with heels 
which are one or more sizes smaller than the carrying 
ball measurements; that others are smaller or larger 
at waist or instep than standard requirements call 
for. More information should be given about actual 
widths of weight bearing surfaces in ball measure- 
ments, as well as usual or unusual lengths from heel 
to ball, or from ball to toe. These details are impor- 
tant shoe peculiarities as well as the flexibility or 
rigidity of shanks, swing of lasts, shape of toes and 
height of heels. Many customers and doctors are 
eager to learn these pecu- 
liarities of proportions, and 
manufacturers who supply 
this demand may discover 
that reasonable publicity is 
more profitable than obscur- 
ity of marking. 

Shoe clerks are in business 
to sell shoes. But if some of 
them are possessed also of 
accurate knowledge concern- 
ing the ways normal foot 
functions are maintained, 
such salesmen have an ad- 
vantage over their associ- 
ates. They will be likely to 
fit shoes more perfectly, to 
satisfy customers better and 
may represent greater effi- 
ciency from a_ business 
standpoint. Good feet may 
be made worse by good spe- 
cial shoes, if the latter are 
poorly fitted and improperly 
used. 

Scientific truths are not 
fads like shoe styles, which 
have a period of popularity 
and then are replaced by 
other styles. Rather they 
are like sound principles of 
shoe construction which are 
retained and amplified. So, 
when there are many excel- 
lent special shoes made now, 
the shoe fitters have their tasks plainly put before 
them of fitting shoes according to sound scientific 
principles, accurately, with attention to numerous 
physiological details: although fashions continue to 
dominate retail store business. Continued education 
of shoe fitters and wearers of shoes holds promise to 
the shoe trade of especially good returns for efforts 
spent in these directions. 

A little medical knowledge may be dangerous for 
shoe clerks, but entire lack of. medical knowledge is 
even more dangerous; because shoe clerks must fit 
feet with shoes, and feet will continue to be regu- 
lated in their functions by definite scientific physi- 
ological principles. If shoe fitters do not know these 
underlying principles they cannot fit shoes most skil- 
fully in uniform manner. Knowledge of foot deformi- 
ties and of bones of feet is insufficient. 

Deformities produced by too tight, short or poorly 
shaped shoes are results mainly of defective develop- 
ment from compression in spongy ends of toe bones. 
Hard, compact bone will not yield as does the fine, 


Every shoe man 
should know 


The jointed frame work of the foot extending 
forward is three to five fold in character, ending 
in the toes. There are five other irregularly shaped 
bones closely articulated with the heel bones and 
the astragalus, forming the “tarsus;”’ then come 
the five bones of the “metatarsus,” the longest 
bones in the foot extending from the instep for- 
ward to the ball of the foot; then the fourteen 
“phalanges” or toe bones—two in the great toe 
and three in each of the others, thus making a 
total of 26 bones in each foot, closely bound by 
intricate ligaments and tendons, and forming a 
structure which, next to the human hand, is the 
most wonderful piece of anatomical structure to 
be found in nature, in its combination of compact- 
ness, strength, flexibility and power 
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bony network found at bases of toes. Therefore shoe 
fitters should give the latter a chance to grow normal- 
ly instead of having to adapt themselves to deforming 
outside pressures exerted by bad shoes. 

Bunions are results of too much and too long con- 
tinued local mechanical irritation. They are accumu- 
lations of fluid in small sacs beneath the skin, as blis- 
ters on the surface of the skin are local accumulations 
of fluid that protect its underlying layers from irrita- 
tion. A more deeply situated bursa, as a bunion sac 
is called, is an equalizer of pressures, a water cush- 
ion. Underlying bony prominences are protected from 
uneven outside pressures, while overlying soft tissues 
are shielded against underlying bony irregularities 
by equalization of pressures in all directions within 
the sac. 

The great toe joint is the 
common location for bunions 
as is well known. Painful 
swellings occur also at bases 
of little toes that are caused 
by similar mechanical pres- 
sures. 

Variable degrees of bony 
prominence are important 
factors in bunion production. 
Persons who are born with 
prominent toe bones are more 
susceptible than those with 
less prominent bones, other 
factors being equal. Bony 
enlargements develop slowly 
during life from _ chronic 
diseases in some _ persons. 
Pointed toed shoes which are 
fitted too short and too tight- 
ly are most important causes 
of prominent great toe joints. 

Considerable relief is af- 
forded in those instances in 
which roomy shoes, laced 
snugly at the waist, are sub- 
stituted for badly shaped and 
badly fitted tight shoes. 
Neither shoes nor shields, 
however, will restore former 
shapes of many feet. Prom- 
inent joints in which painful 
symptoms have subsided re- 
main a menace until bones 
are straightened. The future menace of prominent 
joints should not be over-estimated on the other hand 
when so many persons possess great toes that exhibit 
noticeable deflections without any history of foot 
trouble. 

An individual’s social position and occupation have 
to be considered in advising treatment. If disability 
arising from very bad bunions interferes with the 
usual occupation then positive surgical treatment 
should be advised promptly. If there is good oppor- 
tunity for favoring the feet then non-surgical meas- 
ures ought to be given thorough trial. 

It is well to remember that bunions belong to their 
owners, and that the latter are entitled to be told fair- 
ly the various possibilities of their situations. 

Influence of mechanical pressures of shoes is im- 
portant in all types. Loose, well fitted shoes and soft 
leather are needed to minimize pressures and to per- 
mit free circulation of blood. Shoe fitters should not 
be condemned for harmful influences, however, ‘hat 
produce their effects through blood and nerves. 
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Sore heels are direct results of strains, as a rule, 
and bony projections are of secondary importance, 
either representing no practical significance or show- 
ing results rather than causes of inflammatory proc- 
esses. 

Slight continuous strains at muscle attachments 
are not always primary causes of sore heels, for at 
times there may be definite mechanical injuries, even 
fractures of heel bones, which hurt muscle or liga- 
ment attachments. After such injuries the strains 
in ordinary use of the feet may be sufficient to keep 
up a sensitive weakened condi- 
tion that started abruptly. 

What can be done for sore 
heels besides surgical opera- 
tions and what can shoe fitters 
do? 

There are two things to be 
done; namely, to relieve direct 
pressure from weight of the 
body on heels, and secondly, to 
relieve strains on muscles and 
ligaments that are attached to 
heels 

Direct pressures may be les- 
sened by soft cushion heels; by 
special plates with areas cut 
out of them so that these lat- 
ter protect tender points as a 
bunion shield acts by transfer- 
ring all pressure to adjacent 
regions; or by heel elevations 
which throw more weight on 
balls of the feet and thus di- 
minish heel pressures. 

Strains of muscle and liga- 


and, therefore, shoe fitters should know something 
about them, their locations and signs of palpable creak- 
ings which help to identify the defects. It has to be 
realized, however, that other troubles such as joint in- 
flammations may present somewhat similar pictures. 
The large majority of cases of inflammations of tendons 
and their sheaths are produced by tight shoes in healthy 
persons and subside without serious results. At times, 
however, tendon sheaths are not very resistant and 
slight shoe pressures may start chronic progressive con- 
ditions that become tubercular in nature. 

Some hammer toes are slight 
developmental defects of feet 
which belong probably in the 
same general class as more pro- 
nounced types of congenital 
club feet. If muscles, tendons: 
and fibrous tissues grow rapid- 
ly enough to keep pace nearly 
with bone growth, then slight 
grades of hammer toe tenden- 
cies result, which possibly may 
be overcome later when rates of 
bony growth lessen so that lag- 
ging tissues can catch up. If 
unequal developments are more 
pronounced, then degrees of de- 
formity are greater. 

What should be done with 
congenital hammer toes? Slight 
tendencies may be combated by 
massage and repeated forcible 
stretchings of toes to help the 
growing tissues to stretch more 
rapidly. These measures often 
prove unsatisfactory, neverthe- 


ment attachments may be re- Stress and Strain less. Short shoes should be 


lieved most effectively by keep- 


avoided during rapidly growing 


ing off of the feet entirely, a No part of the human body is subject to periods. Operations may be 
procedure that is impossible to. such stress and strain as the foot. performed if necessary, prefer- 


carry out conveniently. 
Shoe fitters can try different 


Muscle physiology for shoe men may seem 
to be a new departure. 


ably after complete bony growth 


They have learned of has been attained, when lengths 


heights of heels, soft cushions, bony peculiarities and have studied effects of | 0f bones may be fitted to tendon 
and stiff shanked shoes. When _ shoes on shapes of feet. Physiological prin- lengths. 
these fail perhaps a general ciples, which make flexible or stiff shoes suc- Shoe fitters are interested in 


medical overhauling may be 


cessful or unsuccessful, are less generally 
known, and, since shoe fitters must continue 


effects of shoes on circulation of 


necessary, for patients who are to fit shoes that influence foot muscles, they the feet under normal conditions, 
most resistant to treatment should understand principles of muscle phys- also when there are circulatory 
often are in poor general con-_ iology as thoroughly as they do the anatom- disturbances. If shoes are worn 


dition, being heavy, or anemic, 
or debilitated. Correction of 
blood defects, surgical removal 
of spurs and of chronic inflammatory tissue and com- 
plete rest all may be required simultaneously for suc- 
cess in a few obstinate cases. Severity and duration 
of abnormal symptoms rather than prominence of 
bony spurs should determine what treatment is most 
advisable in most cases. 

Tendons are not ligaments. Both are fibrous, 
strong, and inelastic; but tendons run from muscles to 
bone and transmit muscular force, while ligaments 
run from bone to bone to bind the latter together. 
Thin sheets of ligament fibers envelop each joint, and 
prominent flattened thicker bundles of inelastic fibers 
blended with these continuous coverings are desig- 
nated by special names. 

An important function of tendons is the changing 
of directions of mechanical forces which they trans- 
mit in order that such forces may be used most ad- 
vantageously. 

Tight shoes frequently aggravate tendon troubles, 


ical structure of feet short and tight habitually, one 


common result is chronic inflam- 
mation of the skin. As a result 
of skin irritation there are dilations of small blood 
vessels of the skin and feet become hot, swollen, burn- 
ing, uncomfortable, congested. Massage and baths 
may afford quick temporary relief, but larger, looser 
shoes should be fitted for permanent comfort. 
Purposeful snug lacing of shoes to prevent feet 
from pushing forward may be advantageous in re- 
lieving back pressure on toes, but this constriction 
may interfere with superficial circulation if carried 
to extreme degrees. A few susceptible persons may 
develop tendencies toward chilblain as a result. 
Tight shoes should be avoided when, for any rea- 
son, there are obstacles to normal flow of blood as in 
arteriosclerosis, or in derangements of arterial con- 
trol shown by so-called “dead” cold, white toes. Tight 
shoes, on the other hand, may be useful in supporting 
weakened veins, or weakening ligaments or muscles. 
Puffiness of skin of feet, due to heart and kidney 
diseases, will not be discussed, except to state that 
[TURN TO PAGE 45, PLEASE] 
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hall Buying Now 


National Survey Shows that Retail Shoe Merchants 
are in Optimistic Frame of Mind 


selling at retail, we gather 

merchant opinion on the 
prospects of business in his com- 
munity for Fall. All the apparel 
trades are now in agreement that 
they profit best when the national 
wage scale is continuous. Any 
increase increase in the living 
wage helps the shoe business tre- 
menduously. Such _ prosperity 
as comes through stock and bond 
earnings may contribute to the 
sale of automobiles, jewelry and 
luxuries, but it never means 
much in the sale of shoes. 

For that reason we have asked 
merchants from all parts of the 
country to give us a picture of 
the prospects of business for 
Fall, and to balance that picture 
with what they have bought and 
reasons why. There are key 
merchants in all parts of the 
country whose knowledge is most 
helpful to nearby merchants who 
want to know the trend of busi- 
ness conditions and the favor- 
able merchandise needed for an advance season. 

Here is what they say: 


G seuin right to the source of 


St. Paul, Minn.—Jos. M. Langley, who buys high 
style, high-grade shoes for a good department store, is 
buying 75 per cent black, a few blues and touching the 
black and brown suedes lightly, the reason for the latter 
being the necessity of cleaning out all suedes before the 
snow comes. Black and brown lizard with a few blues 
sprinkled in, are outstanding in the reptile field. Very 
few all-over alligators and, too, very few pythons were 
bought. The new fabrics which do not have the deep 
abrasions but have the crepe finishes will blend in won- 
derfully well with the Fall costumes. In this field, 
black is best, being followed by the beiges and blues. 
Basic patterns such as opera pumps made of this mate- 
rial should prove very good, as this fabric will not snag. 
His pattern dope is—straps, 60 per cent; pumps, 25 per 
cent; and ties 15 per cent. Ties will be good, in Mr. 
Langley’s opinion, mostly when made of glazed kid, and 
mat kid in both Louis and Cuban heel effects. One 
should not overlook black kid, high. heel ties, which 
should have contrasting pipings such as patent and 
silk kid, he warns. The tendency toward box heels is 
more marked in the better grades than in the $10 
ranges. This has been constantly growing since this 
Spring. Shoes having the 12/8 heels were cleaned out 
almost without effort during that period, so there will 


The big birthday cake, with which the 

Alfred J. Sweet Company celebrated its 

25th or silver anniversary during the 
Boston Shoe and Leather Fair 


be plenty of box heels on the 
shelves for Fall. In the $16 t 
$35 grades 75 per cent of the 
Fall shoes will be on 12/8 to 15.8 
heels. The remaining 25 per 
cent will be on the higher heels, 

Solid leather heels on the util- 
ity types seem extra good, and 
for that matter most all the 10/8 
to 13/8 heels for the Fall will 
have this kind of heels. 


* * * 


Providence, R. I.—Fred §. 
Fenner who operates a high 
grade conservative shoe store be- 
lieves both black and _ brown 
suedes will be good, with some 
blue kid. These will probably 
constitute 25 per cent of his 
Fall sales, with the black family 
accounting for 50 per cent more. 
Straps will be best, about 50 per 
cent, with the balance evenly di- 
vided between ties and pumps. 
The majority of heels will be on 
the Cuban and box types, around 
12/8 to 14/8. 


* * 


St. Petersburg, Fla—W. L. Tillinghast has had a 
good grade family shoe store in this southern Florida 
city for years. He believes the light shades of brown 
will be the best. A fair proportion of these will have 
contrasting or harmonizing trimmings. No suedes at 
all, but he bought several live numbers of sport shoes 
trimmed with the reptiles. A scant 40 per cent of his 
next season’s trade will be black. About 20 per cent of 
his anticipated sales will be on pump patterns, while 40 
per cent will be on straps and another 40 per cent on 
the various tie designs. The winter visitors last season 
showed a marked liking for lower heels, so this Fall will 
see plenty of 12/8 to 15/8 heights in a wide variety of 
styles. 


* x * 


Salisbury, N. C.—Phil Levenson is buying 65 per cent 
of his Fall shoes for his family shoe store in black 
leathers; is not even considering suedes and is touch- 
ing blues very lightly. 

In patterns, 50 per cent will be straps, 35 per cent 
pumps and only 15 per cent ties. 

Box heels around 14/8 is what he bought for this Fall. 
This is a considerable decrease from last year. He be- 
lieves black and tan grains for men will form at least 
25 per cent of his sales. These shoes will be more 0! 





July 21, 1938 
Ma 





Ju 


July 21, 1928 


BOOT AND SHOE RECORDER 


»| Going Strong 


on the 


$16 to 


of the 
to 15.8 
25 per 
r heels, 
he util- 
od, and 
he 10/8 
all will 


red §. 
. high 
ore be- 
brown 
1 some 
obably 
of his 
family 
more. 
50 per 
nly di- 
yumMps. 
be on 
round 


had a 
lorida 
yrown 
have 
les at 
shoes 
of his 
nt of 
ile 40 
nt on 
ePason 
| will 
ty of 


cent 
black 
such- 


cent 


Fall. 
, be- 
east 


e or 


less dolled up with stitchings and will have a good 12- 
iron sole. Black leathers will account for 70 per cent 


of this store’s sales. 
* * * 


Lawrence, Mass.—D. ID. Mahoney Sons, a good high- 
grade family shoe store also is looking for a big black 
season, with 75 per cent of the women’s shoes being 
of the various black materials. Straps will again out- 
sell the combined sales of both ties and pumps. Cuban 
heels from 14/8 to 16/8 will take care of 60 per cent of 


the business. 
* * * 


Habana, Cuba—Galo Menendez, shoe buyer for Solis, 
Entrialgo y Cia, the largest department store in Cuba, 
is buying for Fall on a basis of 70 per cent black, 5 
per cent blue and 15 per cent dark browns. The re- 
maining 10 per cent will be of the new moire satin and 
the various colorings of crepe de chene fabrics. Not 
5 per cent of the heels will be of the box type. Cuba is 
still sticking to the 18/8 to 21/8 kinds. Also square toed 
pumps are still the prime favorites with straps next in 
a 60-40 ratio. No ties whatever are shown. Patterns 
or. the island will run as wild and as varied as hereto- 
fore, for it is not customary to buy a shoe more than 
one way. 

* * * 

Norwich, Conn.—Geo. Cordone of the Diamond Shoe 
Stores, a small chain catering to the popular priced 
family trade, is figuring on a heavy black season, 70 per 
cent to be exact. Patent he dopes out is fast losing its 
hold on his trade with the favor going to kid and light 


Some brown suede and imitation reptiles 
will be shown. Brown kid is apparently dead while 
brown calf is correspondingly better. Ties are best in 
these stores with 50 per cent ties, 25 per cent straps 
and 25 per cent pumps. Half the shoes will carry box 
heels 12/8 to 14/8, the balance being higher. The local 
French trade still demands the round toes and high 
heels, a condition that checks with Havana. The Boston 
show’s best bet that Mr. Cordone saw was a wide strap, 
wide buckle, square toe that had a 20/8 heel. 


*% * % 


Baltimore, Md.—E. T. H. Bowen, buyer for The 
Great House of Isaac Benesch & Sons, Inc., said:: “I 
look for a good business this Fall for every retail shoe 
merchant, provided his efforts are consistent with the 
trend of the footwear demand. I base my predictions 
on the fact that business has been better for the first 
six months of this year with those houses I have ob- 
served than for the corresponding period of last year. 
As to patterns, I believe that straps and step-ins in 
snappy patterns will be good in the high heeled num- 
bers with narrower toes. Patent leather will be first 
in the materials chosen, with a very good call for brown 
suede. There will be Cuban heels in the 12/8 to 14/8 
heights, as well as the higher heels from 16/8 to 18/8. 
Straps will sell to the extent of 70 per cent; the other 
30 per cent will be step-in types, including operas. 


calf skins. 


Grand Rapids, Mich.—Edward A. Bolt, buyer of 
men’s, women’s and children’s shoes for Wurzburg’s 
[TURN TO PAGE 59, PLEASE | 


Prizes for which the demon golfers of the shoe trade competed on the closing day of the Boston Shoe and 
Leather Fair ° 
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Getting More Shoes Sold Right 


Patent Medicine vs. Correction 


ODAY is another day, insofar as the interest 

of merchants in the correct fitting of feet is 
concerned. In Boston last week were noted very 
significant developments in orthopedically de- 
signed footwear. There was perhaps less interest 
manifested in style shoes and more interest evi- 
dent in the purpose and function of corrective 
shoes, as explained by manufacturers, their repre- 
sentatives and their experts. 

The wave of interest in orthopedic footwear is 
now nation-wide. For example, the South, which 
has always been receptive only to light-weight shoe 
construction, has now found a place in practically 
every store for some one or more feature lines of 
shoes, more substantially built, and designed for 
the purpose of giving foot health. 

In view of this new national interest in shoes 
which have built-in orthopedic features, let us first 
voice a caution. It is impossible to run an ortho- 
pedic service on thirty-six pairs of a specialty shoe. 

The great menace to the progress of the 
corrective shoe is right now, when it may 
be said to be in the patent medicine stage 
of development. The drug store went 
through a similar medical experience a 
number of years ago when each store was 
forced to carry a few curative bottles for 
advertising purposes. 

It matters not how well a shoe is made if in the 
ultimate fitting an error in size and width is made 
—for a mis-fitted orthbpedic shoe can cause more 
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damage to the foot than a regular shoe approxi- 
mately well fitted. Fitting must be right—or 
everything is all wrong. 

No orthopedic service is safe unless the customer 
is fitted with the correct size and width called for 
by the formation of the foot in question and with 
consideration for the weight of the customer. It 
is the-most dangerous form of mistaken service to 
operate an orthopedic department without an ade- 
quate stock of sizes and widths and without a 
properly trained man or woman at the fitting stool 
to render a real fitting service. Any new principles 
of orthopedics, to be thoroughly practical, must be 
safeguarded, first of all, by enough sizes and widths 
to insure correct fitting. We want to point a path 
to profit, as well as a caution against pinch-penny 
orthopedic stocks at this time. 

A practical shoe man’s version of the present 
orthopedic situation is as follows: 

“Until pain interferes with occupation or pleas- 
ure, the average person does not question the 
shape or construction of his shoes. 

“But when peace of mind and comfort of body 
have departed, when social functions cannot be en- 
joyed, when regular occupation can no longer be 
pursued with decent efficiency, when pains wrack 
the body—then the men and women go to the ortho- 
pedic surgeon or to a shoe store, tell them their 
story and expect to be immediately restored to a 
normal, healthy condition. 

“It is beyond the power of any human being to 
reconstruct nerve cells, blood corpuscles or other 
elements of the human body that have been de- 
stroyed. 

“All that lies within the power of man to accom- 
plish is to relieve the condition already created, to 
remove pressure from parts of the foot that are 
not intended to be oppressed and to distribute the 
weight of the body as nearly as possible upon the 
parts designed to carry it. 

“What does your foot do when you walk bare- 
footed? How do the different parts of the foot 
function as you walk, run or dance in your bare 
feet? 

“All parts of the normal foot should function as 
nearly as possible in the same way when shoes 
are worn. The weight of the body should be borne 
by the same part when encased in a shoe as when 
going barefoot. 

“It is not beyond human possibilities to build a 
shoe that will allow a foot so to function. As a 
matter of fact, such shoes are now on the market 
and are being sold in many shoe stores. In most 
cases they are the development of merchants or 
orthopedic surgeons, or a combination of the two 
who are more interested in supplying to the public 
what they should have to increase their efficiency 
and health. 

“In some way or another people seem to think 
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that a shoe to be perfectly adapted to the human 
foot must be grotesque, ugly, and ungainly, just 
as they seem to think that a medicine to have cura- 
tive properties must be nasty and unpalatable. 

“It is entirely possible to make shoes that are 
good looking and at the same time that will allow 
the feet to function properly. It is not possible, 
however, to make shoes with extremely high heels 
and extremely pointed toes on rocker bottom lasts 
with the measurement from heel to ball all out of 
proportion to the corresponding measurements of 
the human foot, and still have shoes that will allow 
the feet to function properly, and also regardless 
of how much hardware is built into their construc- 
tion.” 

A little medical knowledge may be dangerous to 
retail shoe salesmen, but the entire lack of ortho- 
pedic knowledge is even more dangerous; because 
retail shoe salesmen must fit feet with shoes, and 
feet will continue to be regulated in their functions 
by definite, mechanical laws of propulsion, working 
through bones, tendons, muscles, nerves and flesh. 
If shoe fitters do not know these underlying prin- 
ciples they cannot fit shoes skillfully. A mere 
knowledge of foot deformities and the bones of the 
feet is insufficient. 

This week marks a real step forward in correct 
shoe making and mer- 
chandising. There can 
be found shoes to sell 
at retail from $3.50 to 
$40 or more, that have 
built in them certain 
principles of foot health 
and correction. It is 
now possible for a cus- ° 
tomer to fit his or her 
need, to 
purse. 

Both the rigid and 
the flexible theory of 
arch support have a 
practical purpose, and 
both have many vic- 
tories in the cure and 
comfort of troubled 
feet. .There are up- 
wards of 300 feature 
shoes now on the mar- 
ket, some having within 
them highly . scientific 
features. On the other 
hand, there are many 
shoes whose only boast 
is the presence or ab- 
sence of a shank piece 
—let the measurements 
fall where they will. 
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THE OFFICES OF THE 
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THE SECOND FLOOR 
OF THE 

BOSTON CHAMBER OF 

COMMERCE BUILDING 
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WHICH ARE CONVENIENTLY 
LOCATED, ARE LARGER 
AND GIVE US INCREASED 
FACILITIES TO RENDER 
THE SERVICES TO WHICH 
YOU HAVE BEEN 
ACCUSTOMED 
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shoes over the fitting stool is the only way to 
determine future orthopedic policy. When a mer- 
chant finds what is best suited to the needs of 
the people of his community he should abide by 
his selection and purchase a stock which will never 
drop below a minimum service requirement, and 
then, by increased intelligence at the fitting stool, 
send forward the great work of foot up-building 
for the betterment of the health and happiness of 
the public, and for the increased profit and pres- 
tige of that store. 

There is also a real responsibility on the part of 
the manufacturer to carry complete stocks of fea- 
ture shoes in all sizes and widths in supplementary 
service to the retail shoe store. On stock that is 
constantly in demand immediate in-stock service 
is almost a compulsory adjunct to the efficiency of 
this service of supply. 


Better Business Ahead 


N the major newspapers throughout the coun- 

try there appears a press syndicate article on 
business conditions in every large industry of this 
country. The article fills a column and a quarter 
of news space, and may be headed with different 
leads, but the substance of the text comes from 
editors in business pa- 
pers in all lines of in- 
dustry. 

The public, and the 
business man in partic- 
ular, will sense, by a 
study of that text, that 
there is a real oppor- 
tunity for a “bulge” in 
business this coming 
fall; a recovery from 
springtime slackness in 
industry and commerce; 
and a new optimism 
among business men 
covering the next six 
months of operation. 

The Government, in 
similar fashion, collects 
the information on 
farming and _ harvest- 
ing. 

If the two major ele- 
ments in wealth crea- 
tion indicate more 
money per person in the 
United States this fall, 
therein lies opportunity 
for the merchant. He 
is now at the point of 
preparation for such 
——— , fall activity. 























The testing of these 
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Try Checking Them, Point by Point, Against Your 
Own Merchandising Policy If You Want to 
Show a Good Increase Next Fall 


ET us ask this question: Where 
is the shoe business today? 
Someone has said it’s way up 

there soaring around in the blue heavens, 

too high above the earth to know what 

is going on down below. I doubt if this 

is true. But, gentlemen, plain and com- 

mon sense reasoning is needed more today 

than ever in the past and all the funda- 

mentals of real merchandising need to be 

put into effect. 

This business of operating under mod- 
ern methods forces us to commence con- 
sidering the buying public. People are 
becoming more and more suspicious, and 
better business methods must be installed 
to keep that honest and sincere feeling 
of confidence among our customers. Cus- 
tomers, like the “fans” at a ball game, 
are the means and represent the power 
of a successful undertaking. There is 
nothing more important in working and 
building up a business than a line of satisfied cus- 
tomers leaving your store. 

Why is it that you hear the public mention certain 
shoe stores in certain towns and cities? Because you 
can easily figure that those merchants are looking after 
the people that are entering their stores, and seeing to 
it themselves that they are properly taken care of by 
placing a good, cautious and experienced salesman at 
their disposal. 

The broadcasting of satisfied customers is propa- 
ganda which cannot be bought with cash but only with 
the kind of service and the manner in which one oper- 
ates the year around. A good, clean, wholesome repu- 
tation cannot be established in one or two months. It 
takes years, as a good many of you know, and once 
placed in the hearts of the people, that merchant need 
not worry about old or new competition that may 
spring up around him. 

The one most vital of all business habits is never to 
question a customer’s wants. Be it entirely out of the 
ordinary, the rule to follow is to render the best ser- 
vice you know how; always follow out the thought, 
even be it otherwise, that the customer is always right. 

One of the most expensive items you can have around 
your store, one who can tear down and do more harm 
to one’s business, is an inexperienced salesman and 
shoe fitter, or one who is unwilling personally to serve 
in the same atmosphere as the other good men in your 
employ. 

Hand-to-mouth buying was an emergency practice 
adopted during the deflation period after the war. Re- 
tail merchants bought only enough goods for immedi- 
ate needs, to avoid being caught by falling prices. 


From an address delivered be- 

fore the Convention of the 

Pacific Northwest Shoe Retail- 
ers Association 


By JOE KOHLS 
of Yakima, Wash. 


Today this has won its place as sound merchandising. 
The dealer now carries less stock, buys shortly before 
he sells in smaller quantities, and eliminates the goods 
which used to stand until they had become real an- 
tiques. 

Production and consumption are brought closer to- 
gether, the time between factory and home is short- 
ened. To bring this about, the retailer in my opinion 
should study the possibilities of the city or town in 
which he is located and the people he wishes to serve. 
This will almost automatically determine for him the 
character of store he should try to operate and the 
grades of merchandise he should carry. 

Specialize on as few grades as possible. If running 
a general shoe store, specialize on grades and never 
carry two lines that will conflict one with the other. 
It took some years to put this practice into effect in our 
own store and, once in, it works beautifully. 

And now for the old problem of mark-up and margin 
of profit. No man needs give this item one thought 
if he actually knows what he is doing. What I mean 
is to be acquainted with how your machine or invest- 
ment is operating for you. 

It’s quite surprising how few merchants really know 
today what their store did yesterday. A daily finan- 
cial business record is just as necessary in every rctail 
shoe store as the shoes are on the shelves. It gives you 
a daily perpetual inventory, the daily sales, cost and 
selling merchandise sold, bills payable and bills receiv- 
able, merchandise bought and not delivered, bank ac- 
count, what each salesman is doing, an itemized daily 
expense record and, last but not least, the showings of 
your daily profit. 
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Gentlemen, this daily financial business report that 
has been in operation in our store for the past twelve 
| years has been the secret of knowing how to handle the 

problem of mark-up and margin, and in many ways it is 
responsible for the success that we have experienced. 
| would suggest you put such a system in operation 
immediately if you have not already done so. 

We go one step further and keep a financial record 
of every department, men’s, women’s, children’s, boys’, 
hosiery, findings, etc., and can tell to the penny the 
investment, the number of pairs bought and sold, and 
how each department is operating daily. 
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Price shoes on the basis of re- 


placement cost. 
Budget your buying. 
* x * 


Budget your advertising ap- 
propriation. 
~ 


Change your windows fre- 
quently. 


Light your store properly. 
Get rid of odd tas promptly. 
Push hisieen tenia. 
Pep up the salesforce with 
Watch the leaks. 


Be optimistic. 


* * * 


* * 


* * x 


x * 


* * * 


* * * 














these figures before you, just realize how one can 


govern himself accordingly. In short, figures don’t lie, 
and guesswork is all done away with. 

Today, the retail shoe man is standing in a position 
where he must analyze what is taking place around him 
and visualize what he must do to successfully direct 
his business in the future. The price question is one. 


We are now buying shoes in 
an advancing market. It may 
seem wrong to some, but cer- 
tainly not unethical or poor 
business to take advantage 
of our opportunities and 
mark our stock as the prices 
prevail. Not to do sp might 
proye fatal later on when the 
price- trend goes the other 
way. 

Publicity is another prob- 
lem the merchant must study 
carefully and wisely. No 
business can succeed without 
the use of good advertising. 
Knowing that we have spent 
hundreds of dollars without 
any great result in certain 
kinds of advertising, still we 
must admit that it is one of 
the prime essentials in mod- 
ern business. 

This particular part of 
business must require the 
most careful thought and 
foresight. A budget should 
be mapped out and the money 
spent after the most careful 
survey of local conditions. A 
strong, definite newspaper 
campaign with a carefully 
worked out mailing list are 
two of the best publicity 








The Alienist Guessed Wrong 


The summer of 1920 found the shoe busi- 
ness booming. “Fine,” said Mr. Kohls to 
his wife, “let’s take a vacation and let 
someone else do the work of trying to keep 
people out of the store.” So they motored 
from Yakima, the world’s most famous 
apple country, all the way to Los Angeles. 
One evening this Northwest merchant sat 
reading his paper. 

“Wanamaker Announces Twenty Per 
Cent Cut in All Prices,” said a not overly 
conspicuous headline. But Joe was sleepy 
and went to bed. At one o'clock in the 
morning he woke up with his intellect all 
shot to pieces. He wired his manager to 
cut the price of every shoe in the house 
a full twenty-five per cent. He then phoned 
the garage to ship his car back to Yakima 
and himself jumped a fast train without 
even kissing his: wife good bye. He was 
met at the Yakima depot by a delegation 
of his friends who had chartered an alien- 
ist. But Joe just laughed. 

And now you know the rest. He sold out 
his stock clean at a little over cost and with 
the cash in his hand went into the open 
market and bought at so far below the old 
price level that he mopped up. 

The alienist had guessed wrong. 








campaigns that one can use in the shoe business. 

Good window decorating, the beautifying of the in- 
terior of your store, the proper displaying of seasonable 
merchandise, making the store a comfortable and lik- 
able place to shop, these are all good trade getters and 


never should be omitted in 
planning the season’s opera- 
tion ahead. 

Store windows are power- 
ful magnets for attracting 
people into a store. Your 
window space is the most 
valuable for which you pay 
rent. It should be made to 
yield correspondingly high re- 
turns. Windows proclaim the 
character of the store and the 
merchandise for sale. Good 
displays make people stop and 
shop. Looking arouses the 
desire to possess, and brings 
people into the store. Your 
window display should be 
changed frequently, on an av- 
erage of once a week. People 
grow tired of looking at the 
same display. Show a va- 
riety of the different grades 
of shoes by changing your 
display often. Many people 
judge a store by its outward 
appearance. Keep the outside 
of your store clean and well 
painted. Your entrance should 
be wide, friendly and invit- 
ing. A good store front 
should say to everyone: 
“Here is a good place to buy. 
Come in.” Ever since time 


[TURN TO PAGE 46, PLEASE] 
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Charles Helbert 
Coins a New Slogan 


Shoes That 
Save HUMAN 


¢ HOES That Save 
J tuman Value” is 
the Slogan Charles 
I. Helbert of Ashland, 
Ohio, uses in describing 
his store service to the 
public. That’s a mighty 
big bill of goods to be able 
to deliver. Read this para- 
graph taken from a current page institutional adver- 
tisement in the Times-Gazette to get a real idea of what 
is being done in some of the smaller towns of the 
country. 


“Saving a Human Value!” 

“You cannot order a new pair of eyes, or hands or 
feet, should you need them ever so bad. Our purpose 
in Ashland’s community is the saving of a human value 
—your feet—and we do just that. By scientific study 
of the human foot and from years of practical and 
professional experience, we are helping those who have 
foot trouble and we are happy because we do.” 

Now the text of another ad: 

Do You Buy Shoes Like Aunt Susan? 

“If you don’t know Aunt Susan, you know someone 
just like her. 

“Aunt Susan’s mother wore cheap shoes. So did 
Susan’s grandmother. So did Aunt Susan. Aunt Susan 
used to be mighty proud of her feet before bunions 
and knarled toes and the aches and pains came—they 
were hereditary, she reasoned, for mother and grand- 
mother both had them. But Aunt Susan knows better 
now. For just recently we scientifically fitted a pair 
of correctly designed shoes on her feet and she realizes 
now she would have been a lot better off had she in- 
vestigated why one shoe is priced $2.95, another $4, 
another $7.50 and another $10. 

“But the family habit was in Aunt Susan’s blood— 
and Aunt Susan was not strong enough to overcome it. 
So now she dreams of the good feet she might have had. 

“A lot of people are in the same rut Aunt Susan was 
in—and they’ll probably be fairly content with their 
shoes until their feet are ruined and they learn what’s 
been going on in advanced shoe building and foot fitting 
these last few. years.” 

According to Mr. Helbert: 


This Ashland, Ohio, Merchant Has 

Nerve Enough to Miss a Sale Rather 

Than Sell a Poor Fit—And the Cus- 
tomer Is Told Exactly Why 


July 21, 1924 


ay 


el x, 


Value 


“The foregoing copy 
was inspired by the Boor 
AND SHOE RECORDER 
slogan, ‘Getting More 
Shoes Sold Right.’ We 
sell more shoes from $7.50 
to $15 than we do below 
$7.50 simply because we 
do not follow the lines of 
least resistance and hand them out at a price, no mat- 
ter if they are right or wrong. Where a sale will not 
make a customer, we have nerve enough to miss the 
sale, but the customer is told exactly why. Do you 
know, they always come back? 

“Sales made just to ring the cash register seldom 
make permanent and profitable customers. 

“A misfitted orthopedic shoe is a menace to health 
and happiness. .Recently a shoe merchant came to me 
for some copies of my advertising to use in his home 
store. He had been following some of the advertise- 
ments that stressed the necessity of a scientific study 
of correct body balance, and an even distribution of 
weight over the entire bottom of the foot. 


Must Know Your Stuff 


“These advertisements in the form of text stories 

on the use and abuse of feet and shoes, had interested 
him immensely. I asked him if he was posted on foot 
anatomy and types of feet. He answered ‘No.’ | also 
asked him if he carried sufficient sizes and widths and 
bought types of shoes to help different types of feet. 
He said he did not carry many widths, and knew very 
little about types of shoes. 
“T refused to let him have the advertisements by tell- 
ing him it would ruin his business, unless he learned 
more about it, and his stock and store measured up to 
the responsibility of such service. The customer is 
either ‘Never again’ or ‘Come again’ and the store de- 
termines it. Yesterday is yesterday. The good old 
days pay no dividends in the present. Gone are the 
fancy vests, the Congress gaiters, the night shirt, and 
the eeny-miny-mo of shoe fitting. 

“Knowledge and experience pertaining to the foot, 
its fitting and general shoe consciousness, are easily 
available to those who would learn. The shoe indus- 
try becomes better with increase of foot knowledge.” 
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Enter m Woolen 


Shoe 


Tweeds and Coverts 
Especiall y Made fo r 


Footwear use are 


Fashion’s Newest Whim 


dous growth of the ensemble, or whether it came 

from the search for ever new and novel materials, 
the fact remains that there was born a month or so ago 
the idea of using woolen materials in shoes. It seems 
to follow logically the use of straw as a shoe fabric for 
the last two years and the vogue for printed silk shoes 
this summer. It is logical and basically sound. Sample 
shoes that have been constructed of woolen fabrics have 
found a ready response in leading shoe buyers and some 
fairly generous orders already have been placed. The 
woolen shoe is bound to be a factor in the shoe mer- 
chandising history of the Fall, 1928, season—how much 
of a factor depends largely on how the idea is presented 
to the public, what materials are used in the shoes, and 
how they are made. 

Just woolen shoes won’t do! The same sort of grief 
that many retailers brought upon themselves when they 
bought printed silk shoes made of fabrics which were 
originally intended for other than shoe purposes is 
being stored up for those who may buy woolen shoes 
made of fine woolens, but of woolens not woven espe- 
cially for use in shoes. 


10) HETHER the idea originated from the tremen- 


A different pattern in a tweed shoe. 
The fabric also is used in fashioning 
hats and bags for ensemble sets 


An example of the new tweed shoe, made 
of fabrics especially woven for use in 
footwear 


One of the best of the woolen fabrics is a feather- 
weight tweed, such as is used in dresses and coats. 
This has been worked up by one company, using the 
identical patterns and colors of the dress tweed, into a 
special shoe fabric. For shoe purposes a heavier yarn 
is used; it is given a tighter twist and is then woven 
on a jacquard loom to repeat the pattern in dress 
tweeds. After this it is cravanetted to make it more 
dirt resistant and waterproof. This featherweight 
tweed comes in a variety of patterns and colors and has 
been worked into shoes, bags and hats. Some retailers 
already have ordered these ensemble effects. The shoe 
manufacturer obtains the cloth and designs the shoe. 
Parts of the shoe design are repeated in the bag and 
hat, both made by bag and hat manufacturers. One 
striking series has the shoe trimmed with kid, which 
also is used as a trimming on the hat and bag. 

Another fabric which probably will run into larger 
volume than the tweed is a covert cloth, a tightly woven 
worsted which lends itself well to use in shoes. It is 
extremely strong and has a tensile strength almost as 
great as leather and many of the wearing qualities of 
leather. In plain colors such as a dusty blue, beige or 
brown, combined with leather, it makes a handsome 
shoe. 

While work with woolen fabrics in shoes may still be 
said to be in the experimental stage, sufficient progress 
has been made to justify the statement that woolen 
fabrics, if properly made, can be used satisfactorily as 
shoe materials. So far, one woolen company has taken 
the lead in producing high grade shoe fabrics. Several 
patterns have been given exclusively to certain manu- 
facturers and in this way the idea is being introduced 
as a high style note. Undoubtedly, after the initial ex- 
ploitation, the idea will spread to the medium and lower 
priced lines and we are likely to see a flood of woolen 
shoes come into the market. It will behoove the retailer, 
however, to make sure that the woolen shoes he buys 
are made of fabrics especially woven for the shoe trade. 
The early experiments showed that ordinary dress and 
coat fabrics are entirely unsuited for this purpose. The 
shoe cloths resemble the dress and coat fabrics in looks 
and carry the same patterns and colors, but they are 
constructed differently and the unitiated cannot detect 
this difference. Where it shoes, however, is in the fit 
and wearing quality of the shoe. 
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50% Black 
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— Brown To Be Next 


eMadelon -—Mode Buyers -Are Told 


T 10 A. M., Tuesday, July 10, in the Confer- 
wh ence Room of the R. H. White Department 
Store in Boston was held a meeting of the 

shoe buyers of the Madelon Modes, Inc. group of stores. 
In charge of the shoe group is Mitchell Marks, main 
office 455 Seventh Avenue, New York City. Mr. Marks 
called the group to order and presented Madame Ham- 
ilton Jeffries, Fashion Editor of the Boor AND SHOE 


RECORDER, who spoke to the 
assembled group for thirty 
minutes on the style trend of 
shoes for the coming season, 
from the point of materials, 
patterns, lasts and quality. 

Madame Jeffries presented 
a picture in women’s shoes, of 
about 50 per cent blacks for 
Fall. 

Next to black for the Fall 
will be featured brown, grad- 
ing off to a dark brown in the 
later Fall and early Winter. 
She presented one sample skin 
of brown, color which when 
trimmed in brown is dis- 
tinctly a brown shoe, but when 
trimmed in a wine color 
blends itself definitely toward 
a wine colored shoe. 

Next in importance seems to 
be blue, but from the angle 
of blue the buyer must use 
utmost care so as to get the 
right shade. Darker blues 
are better. One manufac- 
turer, to be definitely sure that 
he had the right shade of blue, 
has featured 14 different 
shales of blue alone. 

Suede will be very strong 
because of the big demand for 
Velvet. In evening slippers 
the note will be toward bright 
colors, brocaded encrusted 
material. White velvet seems 
to be a very striking selection 
for evening gowns. The deli- 





Fitting Shoes to the Latest in 
Garment Style 


(A New REcorper Series) 


HE Garment 
Retailers 

of America, the 
membership 
of which comprises 
every well known 
store in the coun- 
try handling wo- 
men’s style ap- 
parel, will assem- 
ble in Paris July 
23 for the most 
important conven- 
tion in its history, 
held in the birth- 
place of all style, 
and with the world’s leading coutourieres 
and fabric experts as its chief speakers. 

This convention is being attended in an 
advisory capacity by Madame Hamilton 
Jeffries, fashion editor of the BooT AND 
SHOE RECORDER, whose job there will be 
to study the garment style trend in its re- 
lationship to footwear styles, to seek out 
the best patterns, leathers and color com- 
binations and to report all she learns to the 
shoe trade of America through the pages 
of the BooT AND SHOE RECORDER. 

An exceedingly interesting and valuable 
series of reports from Madame Jeffries 
will begin soon. 




















cate fabric prevents pinning or attaching any ornament 
—therefore in order to offset the pure white the colored 
slipper becomes essential. 
trimmed in gold and silver. 
be found in cheap shoes only. 
of the very fine shoe manufacturers are featuring a 
distinct Louis heel of various heights, although th 
present Spanish heel will continue in popularity for the 


These slippers are to be 
Plain gold and silver are to 
In evening slippers some 


time being. 

After her general talk va- 
rious members of the group 
around the room asked many 
questions, all of which she an- 
swered promptly and with a 
clearness that was most pleas- 
ing and satisfactory and also 
greatly helpful to them just at 
this time, while the group of 
30 or more buyers are in the 
Boston market during the 
Boston Shoe & Leather Fair 
to select their shoes for Fall. 


Membership in Madelon 
Modes includes the following: 
C. C. Anderson Co., Boise, 
Idaho (M); The Anderson 


Bros. Co., Portsmouth, Ohio; 
The Anderson-Newcom) Co. 
Huntington, W. Va.; Block & 
Kuhl Co., Peoria, Ill. (Do not 
value over $50) ; Block & Kuhl 
Co., Deeatur, Ill. (Do not value 
over $50) ; Block & Kuhl Co., 
Rockford, Ill. (Do not value 
over $50) ; G. E. Bluem, Lima, 
Ohio; The Bon Marché, Seat- 
tle, Wash.; Bowman & Co. 
Harrisburg, Pa.; The Broad- 
way Dept. Store, Los Angeles. 
Cal. (M); Buffums’, Long 
Beach, Cal. (Do not value over 
$50); The Cooper-Kline Co. 
Steubenville, Ohio; Cotrell & 
Leonard, Albany, N. Y. (M); 
Coyle & Richardson, Charles- 
ton, W. Va.; Dey Bros. & Co., 
Syracuse, N. Y. (M); Dalla- 
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hite-Levy Co., Houston, Tex.; B. H. Dyas, Inc., Los 
Angeles, Cal.; B. H. Dyas, Inc., Hollywood, Cal., Natl. 
p.; Eastman Bros. & Bancroft, Portland, Me.; The 
Elder & Johnston Co., Dayton, Ohio (M); The Ells- 


é worth Store, South Bend, Ind.; Embry & Co., Lexington, 


No shoes; England Bros., Pittsfield, Mass.; The 


Faulkner Co., Ashland, Ky.; Forbes & Wallace, Spring- 


field, Mass. (M); Frohshin’s, Atlanta, Ga. No shoes; 
G. W. Gates, Anderson, Ind.; G. W. Gates, Kokomo, 
Ind.; Gates & Walters, Newcastle, Ind.; Gladding Dry 
Goods Co., Providence, R. I.; The Heinz Store, Scranton, 
Pa. (M); C. A. Hibbard & Co., Colorado Springs, Colo. ; 
D. H. Holmes, New Orleans, La.; The Geo. Innes Co., 
Wichita, Kan. (M); Frank R. Jelleff, Inc., Washing- 
ton, D. C. (M); Jobe Bros., Xenia, Ohio. No shoes; 
Ernst Kern Co., Detroit, Mich. (M) ; The Lamson Bros. 
Co., Toledo, Ohio (M); The A. T. Lewis & Sons D. G. 
Co., Denver, Colo.; The G. M. McKelvey Co., Youngs- 
town, Ohio (M); J. C. MacInnes Co., Worcester, Mass.; 
Mabley & Carew Co., Cincinnati, Ohio; Edw. Malley Co., 
New Haven, Conn.; T. S. Martin Co., Sioux City, Iowa; 
R. B. Maxwell Co., Mansfield, Ohio; The Morehouse- 
Martens Co., Columbus, Ohio; A. I. Namm & Son, 
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Brooklyn, N. Y.; W. M. Norvell Co., Chillicothe, Ohio; 
O’Neill & Co., Baltimore, Md.; Pearson’s Millinery & 
Garment Co., Mobile, Ala.; A. Pearson & Co., Clarks- 
ville, Tenn.; Penn Traffic Co., Johnstown, Pa. (M); 
J. H. C. Peterson’s Son Co., Davenport, Iowa; The D. M. 
Read Co., Bridgeport, Conn. (M); W. H. Roland, 
Bloomington, Ill.; Roland’s, Springfield, Ill.; Russeks, 
New York City (M); Sage-Allen & Co., Hartford, 
Conn.; Sanger Bros., Dallas, Tex.; Sanger Bros., Fort 
Worth, Tex.; Sanger Bros., Waco, Tex.; Schuneman’s 
& Mannheimer’s, St. Paul, Minn.; Paul Stekette & Sons, 
Grand Rapids, Mich.; Stone & Thomas, Wheeling, W. 
Va.; F. L. Stutson Co., Washington Court House, Ohio; 
A. Troutman & Son, Butler, Pa., no shoes; Uhler- 
Phillips Co., Marion, Ohio; H. P. Wasson & Co., Indian- 
apolis, Ind. (M); Raphael Weill & Co., San Francisco, 
Calif. (M); R. H. White Company, Boston, Mass.; 
Woodward & Lothrop, Washington, D. C.; The C. H. 
Yeager Co., Akron, Ohio (M); Younker Bros.-Harris 
Emery Co., Des Moines, Iowa (M); The Vogue, Flint, 
Mich. (M). 
(M) Member of Madelon Modes, Inc. only. 








‘Nhew Orthopedic Pp rogress 


[CONTINUED FROM PAGE 35] 


underlying causes of these troubles should receive at- 
tention. Tasks of shoe fitters become difficult and un- 
satisfactory under these conditions because of con- 
tinual changes in sizes of feet from day to day. 
Flexible shoes exercise muscles more than stiff ones 
do, while stiff shoes protect feet more than do flexible 


ones. Foot muscles must 





lished, assuming that amount of work and kinds of 
occupations remain constant. 

Normally adaptable feet will adjust themselves to 
standards that may be near upper limits, or lower 
limits, or at innumerable intermediate points between 
limits of their adaptability, as occasion compels them 

to do. 








do more work themselves 
in flexible footwear than in 
stiff shoes, while perform- 
ing similar tasks. 

When a change is made 
in shoes there is a feeling 
of increased security and 
comfort if stiff ones are 
put on. If changes are 
made from stiff types pos- 
sessing moderate flexibility 
to flexible types having 
moderate stiffness, there 
should be expected only a 
moderate increase in mus- 
cular strength. 

What happens when a 
new pair of shoes are 
fitted? If degrees of shoe 
flexibility and stiffness lie 
within limits of muscular 
adaptability, there will 
take place new adjustments 
within muscles, either 
strengthenings or weaken- 
ings, until a satisfactory 
new level of equilibrium of 
muscular strength is estab- 


stock. 


$4 and $4.50. 


to retail $6. 








H-1341 Wants flapper shoes to cost $2.50 to $2.85. 
H-1342 Wants boys’ and women’s shoes to retail 


H-1343 Wants low priced black leather boudoir 
slippers for jobbing trade. 
H-1344 Wants women’s novelty and staple shees 


H-1345 Wants women’s novelties to retail $5 and 
$6. 


H-1346 Wants women’s shoes costing $2 to $2.15. 


Interested parties may have names on re- 
quest to Information Department, Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


¢ —— 7? Slight variations in 
standards from time to 
They Want to K now 


Merchants ask us where to buy shoes and 
other store merchandise. 
list the following typical inquiries: 


H-1336 Wants men’s in stock shoes, retailing $4. 
H-1337 Wants quality McKays to retail $6. 
H-1338 Wants women’s novelties to retail $4. 


H-1339 Wants men’s and boys’ work and dress 
shoes at reasonable prices. 


H-1340 Wants women’s white satin pumps from 


time may help feet to re- 
main more easily adapta- 
ble than a single fixed 
standard used without 
change for years. Two 
slightly different pairs of 
shoes used alternately may 
not be as comfortable as a 
single variety used contin- 
uously, but if differences 
between the two are not so 
great as to cause discom- 
fort while making changes, 
there is a probability that 
two pairs may keep the 
feet in good condition for 
a longer term of years. 
Apparently there is such a 
thing as too much and tco 
continuous comfort for an 
individual’s welfare. A cer- 
tain amount of rigid sup- 
port in shoes would seem 
to be indicated as neces- 
sary. 


In this space we 
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eA GARD SYSTEM ,%, 
Slow Movers 


Hudson Bay Store in Victoria, B. C., Keeps History of Every 
Pair in Pull Plate of Shoe Carton 


i 


N 1670 the Hudson Bay Company was a fur trading 
[== in the isolated wastes of the far North. It’s 

a far call from this to its present chain of wonder- 
ful department stores scattered throughout Canada. 
Victoria, B. C., boasts of one of these stores, and 
proudly so. 

The shoe department is supervised by C. L. Griffin, 
who has injected a lot of practical ideas in arrange- 
ment and methods of the department. 

The men’s, women’s and children’s departments are 
all on the ground floor of the store. The stock arrange- 
ment is somewhat different in that a heavy type of shoe 
box is used which it was said will last almost indefinite- 
ly. They are made of a heavy box-board material cov- 
ered, and on the front of each box is a brass pull plate. 
The card dropped into the plate has the style, size and 
price on the face side. On the reverse side is the de- 


partment number, month and year the shoe was pur- 


chased and a number which reveals the price. For 
example, 256, A-2, No. 56, is interpreted as follows: 
256 is the department number, A the year (having 
started from the beginning after going to H), and 2 
the month; 56 is the invoice number. The year and 
month number, says Griffin, is immediate information 
in case a shoe becomes slow. A quick reference to the 
invoice number would reveal its cost, and with these 


two factors before him the stock can never become 
obsolete from being obscured. No cost marking js 
placed on the shoe. 

A pertinent comment was made regarding a better- 
ment in Canadian styles and construction which, accord- 
ing to Griffin, have improved 90 per cent over shoes 
made a few years ago. 

American made shoes are preferred, but much re- 
sistance is placed on these shoes due to the duty, which 
is approximately 35 per cent when sales taxes are fig- 
ured in. 

In spite of their price, an increasing demand is felt 
for American made shoes. A number of the shoe 
buyers from the Hudson Bay Company were in Seattle 
during the recent convention, where heavy purchases on 
footwear were made. The organization was headed by 
Sam Wilson, general shoe buyer for the company, with 
headquarters in Vancouver. 

In the Victoria store particular attention is given 
children in the fitting of shoes. Nearly every foot is 
X-rayed so the exact position of the foot is revealed. 
The effect this device has on establishing confidence in 
the mother has been invaluable. 

Not many shoes are imported from England, as a 
duty of 1714 per cent is placed on these shoes and may 
enter duty free in the United States. 








“we 


“Ten Commandments fr se Fall—1928 


[CONTINUED FROM PAGE 41 | 


began, people have been afraid of dark places. They 
instinctively turn to bright lights. Yet statistics show 
that 70 per cent of the stores are poorly lighted. 

Proper lighting is one of the least expensive and 
most effective ways of attracting people into a store. 
Better lighting can frequently be had for less money 
than poor lighting. Use the marvels of recent lighting 
to attract people into your store. Good light makes it 
easy for people to buy, reduces eye-strain, and adds to 
the cheerfulness of your customers and salespeople. 

Many shoe dealers have great difficulty in disposing 
of odds and ends as they accumulate. I think one 
should adopt a plan and stay with it. The quicker one 
realizes that he must take a loss on these shoes, the 
wiser he is. The first loss is always the cheapest. 

We use this plan. Every Monday morning the en- 
tire stock is worked. Regardless of what grade or style 
shoe it is (meaning shoes that we don’t size up), when- 
ever they work down to a certain number of pairs, these 
shoes are pulled and placed in a special section, in fact 


the handiest section to get to in the store, and a pre- 
mium is offered to the salesman for selling them. The 
more interesting you make the P.M. for the salespeople, 
the better results you obtain. 

At the end of each season we have a final clean-up. 
Extra salesmen are required to handle the mob. This 
special is usually staged in July and January. What 
do we do? Again, regardless of grade or price or style, 
some five to six hundred pairs left in the P.M. section; 
one, two, three pairs of a style, shoes that sold at $8.50 
to $16 a pair retail, are sacrificed at one closing out 
price and still a better price offered if they choose to 
take two pairs. For the week the store is like a mad 
house. It’s a hard loss to take but after a short time of 
selling, the P.M. department is entirely cleaned out and 
the cash is in the register. We sell these shoes down 
to less than three dozen pairs. Many customers pur- 
chase as many as six to eight pairs at one fitting. 

Never say business is bad. Today the most pessi- 
mistic cannot ignore the signs of prosperity. 
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ECIDEDLY 
BROC 


Merchandising is changing with the habits of 


people. Arch Liberator Shoes are volume sellers 


because the great mass of people now demand 
Hidden Comfort and Enduring Service, with that 
Decidedly Brockton appearance. 


No line for men is more easily and profitably mer- 


chandised. 


In Stock 
In Black and Tan Calf. 
Fine back sole, solid 
leather throughout. 
Price $4.25 


BROCKTON SHOE MEG. Co., Inc. 


BOSTON OFFICE AND SALES DEPT. 186 LINCOLN ST. 


SAN ANTONIO SAN FRANCISCO 
52 


NEW YORK STOCK DEPT. ATLANTA CHIC 
$} Pacific Bidg. 


KRON 
Marbridge Bldg. 15 No. 4th St., 238 Peachtree mepallie hia. 335 w nish Bldg. S01 Russell Bldg. 
PHILADELPHIA Arcade 
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THE An TS Mm A 


. A NEW 
a TO RETAIL 


HEN the makers of the great 
“Locked Arch” line put a new $4.00 


Juls 
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- 7 to c 
corrective retailer on the market—IT § boa. 
MEANS BUSINESS! The 
betw 
‘a ° rb 
$3 esl Here’s ANNA MATION! Another line that body. it 
° etailers . . . . : . 
wallops price without cutting into quality. Another § hus 
proof that thinking and making in car-loads § port 
instead of case shipments can give merchants § fine 
a genuine corrective Double Arch shoe to §& |eath 
retail at $4 in competition with $6 and § man 
$8 lines. and 
Lilyvelle cial 
Leather Heel son 
“Spring Step’ Top K; , 
1190 Patent ay 
1191 Black Kid 
1192 Golden Brown Kid 
a [aa oa Packed in 18 and 36 pair In sto 
oat eases 3/7—4/7—3/8—4/3— The A 
= B-C-D. In less than case lots i. on 
add 10c per pair. Shoes “in h 
process” in these widths. the pr 
EEE to order, 15c¢ per pair catch 
extra. the fir 
Betty 
Leather Heel Terms: 5%—10 days—4% to add 
“Spring Step” Top —30. stock. 
1110 Patent 
1111 Black Kid 
1112 Golden Brown Kid 
$2.75 
1116 Patent 
With Covered Heel 
$2.90 








Senorita 


Leather Heel 
“Spring Step’? Top 
1209 Patent 
1201 Black Kid 
1202 Golden Brown Kid 
1203 Black Kangola Caif 
1204 Tan Kangola Calf 


$2.75 








DERRY, NEW. 
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t jat 9»4400 


reat What’s inside an ANNA MATION? 


4.00 #4 spring steel shank, single riveted to allow the heel end 
- to conform to the arch and thus give and take with the 
—IT body weight! 
The Long Inside Counter, with the front end stitched in 
between the inner and outer sole, so it can’t slip out 
or be noticeable from the outside. It braces the 
body. inside arch, always weakest in any foot, and 
other thus gives the wearer the comfort and sup- 
loads § port of a true “Double Arch”! 





































nants Bf Finest quality upper and sole 

oe to & leathers —high class work- 

) and & manship—shoes all made 
and seasoned on spe- 
cial lasts—Richard- 
son fine-stitch Mce- 
Kay sewed. 





Gertrude 


Nickel Buckle, Covered Heel 
“‘Uskide”’ Top 
1180 Patent 
1181 Black Kid 
$2.75 
1181A Golden Brown Kid 


In stock? No—not yet. Vamp and heel, 





6 pair Brown Velvetta Suede 
—4/8— The ANNA MATION Line Calf Quarter 
se lots is made to order only for $2.85 
pes Mm 
widths the present. As soon as we 
w pair cach up with the rush of ———" 
the first demand, we hope Leather Heel 
: 3 . “Spring Step’’ Top 
s—4% to add an extra service from 5900 keen 
stock, 1121 Black Kid 
1122 Golden Brown Kid 
$2.65 


1126 Patent Leether 
with covered heel 
$2.80 








May 





Covered Heel 
“‘Uskide’’ Top 
1172 Patent 
1173 Black Kid 
1174 Black Satin 
with suede strap 
$2.65 












D 
\ 


HAMPSHIRE 








BOOT AND SHOE RECORDER July 21, Lyzy 





—$_$—., 


THIS IS THE NEW GOODWIN BOOK 
OF SHOE STORE INSTALLATIONS 
AND STORE FIXTURES 





For you sir! The new Goodwin catalog— fashi 
Sno) 


just off the press. carries 
: that i 
Cc L GOODWIN It tells of the most complete service of shoe heel h 

. . store designing and installation obtainable ved 
—and shows the largest variety of high manag 


& Com PANY, INC. grade fixtures built by any manufacturer. a 
WORCESTER It tells you how to make your store stand AM 


head and shoulders above competition. You York | 
MASS. need this catalog. Send for it. of Ney 


Cities, 
splendi 
particu 
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WHo’s WHO ON THE ROAD 











Boys Showing at Boston Shoe and Leather Fair Report—“Excellent Business 
Booked—Retail Stocks Evidently Low—Anticipate Good Fall Trade” 


E G. CHESLEY of Chesley & Rugg, 
* travels the country with the lines 
of his several factories. He reports 
that patent leathers and black satins 
are strong in the demand. 


A J.MacPHAIL, 
* who covers 
Eastern territory 
for the Crispin 
Shoe Co., and who 
assisted in show- 
ing the line of his 
house at the Bos- 
ton Shoe and 
Leather Fair, re- 
ports that he wrote 
a good business at 
the show. Mr. Mac- 
Phail had recently 
returned from a 
trip through his 
territory and reported: “The best trip 
Ihave ever had in my two-and-a-half 
years with this concern.” He said that 
he found his customers short on mer- 
chandise and all looking forward to a 
good fall business. He said that the 
style trend is definitely pointing to 
patents, suedes, and a few dark blue 
kids. J. makes his headquarters 
while in Boston at 110 Lincoln Street. 


A. J. MacPhail 


P. CALVEY, of Cleveland, covers 

* Michigan, Ohio, Louisville, Ky., 
and part of West Virginia for the Cris- 
pin Shoe Co. of Haverhill, Mass. Mr. 
Calvey reports that the Crispin line 
of women’s popular-priced McKays is 
moving exceedingly well in his terri- 
tory, with patent leather selling to the 
extent of 50 per cent, and the other 50 
per cent divided among suedes, colored 
kids and dull black leathers; he has 
also sold some brown kids for fall. Mr. 
Calvey, with other representatives of 
the Crispin Shoe Co., showed what they 
term as “the sensation of the show,” 
ina three-button boot of patent leath- 
er, the three buttons all fastening into 
three little buttonholes on the outer 
edge of a broad strap; the top of the 
boot is high, designed in Medici-collar 
fashion and is lined with a blue kid; it 
carries an 18/8 heel; Mr. Calvey stated 
that it was planned to make lower 
heel heights and also to make various 
color and leather combinations. E. F. 
asey is the vice-president and sales- 
Manager and designs many of “the dif- 
ferent” numbers. 


JAMES E. STEVENS represents the 
’ Bradley-Goodrich Co., Inc., in New 
York City, New York State, and part 
of New England; he covers the big 
tities. Salesman Stevens reports a 
splendid business this season, and a 
Particularly good trade at the recently 


By HELEN M. HANEY 


held Boston Shoe Style Show. His 
headquarters are at room 555 Mar- 
bridge Building, New York City. 





EXPERIENCE A TEACHER 


“Every experience is worth 
something. If a salesman has a 
successful experience, he should 
analyze as far as possible how he 
made the sale, and apply as far 
as possible the same method on 
other prospects in the future. 

“The man who wants to be a 
top-notch salesman will find time 
every day to reconsider each ex- 
perience and discover some bene- 
fit from that experience.”—From 
Meredith’s Merchandising Advg. 








BOSTON SHOW RECORDS BIG 
BUSINESS 


Boston.—Shoe travelers show- 
ing lines at the New England 
Shoe and Leather Fair of July 
9-11 report, in many cases: “The 
best business booked at any show 
for many years.” The most con- 
servative statement was from a 
salesman who said that he had 
booked “a fair number of orders.” 
All reporting, however, were 
highly satisfied with their vol- 
ume of trade. It was hot weather, 
but salesmen wiped their per- 
spiring brows hastily and smiled 
as happily as if the thermometer 
were registering cool and crisp 
October temperatures while they 
“wrote ’em up.” The boys base 
their opinions as to the placing 
of so many orders by buyers on 
the premise that retail stocks are 
really low on wanted goods and 
because they say that retail mer- 
chants are really now more hope- 
ful as to a good fall business. 


For Better Trade Cooperation 


Homer H. Beals of Noblesville, 
Ind., who represents the Wm. F. 
Mayo Co., ran on to Boston to at- 
tend the several “confabs” of the 
N. S. T. A. and B. S. T. A. di- 
rectors with the other branches 
of the trade at the Shoe and 
Leather Fair. The highlights of 
these conferences, stressed by 
President Beals and his co-work- 
ers at these group meetings, 
were “Better trade cooperation 
with the allied industries; the 
limiting of joint trade style 
shows to two a year, and an in- 
creased N. S. T. A. membership. 











E M. ROGERS, of Chicago, wishes to 
* announce that he did not make a 
connection with Moulton-Bartley, Inc., 
of Highland, Ill., as was recently re- 
ported. 


ARRIS M. 
BARNES, one 

of the best known 
salesmen in the 
country, repre- 
sents The Mac- 
Rapp Shoe Co. of 
Auburn, Me, 
branch of the 
A ult-Williamson 
Shoe Co. for vol- 
ume business. He 
covers everything 
from Buffalo to 
Pittsburgh, east. 
Mr. Barnes sells 
ease lots only to the biggest buyers, as 
the MacRapp Shoe Co. branch was 
formed for volume transactions only. 
Mr. Barnes was a recent visitor at the 
recently held Boston Shoe and Leather 
Fair, and sat in at the various “con- 
fabs” of the industry. He formerly 
represented the Melanson Shoe Co. of 
Lynn, and has on mary an occasion 
presented “the young folks’ side of the 
fashion footwear story at many of the 
shoe style meetings of the allied trades. 


Harris M. Barnes 


RANK L. FITZPATRICK, who 

travels Pennsylvania, Baltimore, 
Washington and Southern New Jersey 
for The Old Colony Shoe Co., reports 
that his trade is buying about40per cent 
on tans of a very dark shade and about 
60 per cent of blacks. Mr. Fitzpatrick 
anticipates that one of the new “high- 
lights” in men’s footwear styles for 
fall will be Scotch grains, in modified 
brogue patterns. 


ARRY MAISTROSKY of Haver- 

hill, Mass., who, some months ago, 
started in the manufacture of women’s 
low-priced McKays, in Haverhill, Mass., 
with an output of ten cases a day, 
showed his line at the Boston Shoe and 
Leather Fair, and reported that he has 
covered much ground during the last 
few weeks, as he sells the output of his 
factory himself. Mr. Maistrosky has 
previously been in the wholesale shoe 
business for a number of years, and is 
well known to buyers in the New Eng- 
land market. He says that his cus- 
tomers have been purchasing many 
patent leathers, black satins and vel- 
vets. 


Asthma, calling to its mate: “Hay, 
Fever!” —Minnesota Daily. 
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The New 


FLEX-TO-FIT 
FAIRY LASTS 


Bring Real Profits 


OUR customers are 

always glad of any sug- 
gestion that will enable them 
to keep their shoes looking 
better. 


That’s why shoe merchants 
who handle Flex-to-fit Fairy 
Lasts are not only making 
extra profits but are also build- 
ing lasting good will. 





Flex-to-fits are the new 
- colorful, perfect fitting shoe 
expanded. lasts for women. Because of 
_ their unique patented features 
they instantly conform to the 
outline of the shoe and tree 
out all wrinkles. Light as a 
Fairy and colorful as the rain- 
bow, Flex-to-fits make an irre- 
sistible appeal to women who 
like nice things. 





Write us for free booklet 
and prices on these profit 
makers. 


The Shoe Form Co., Inc. 


Th® Flex-to-fit Auburn, New York 
contracted. 
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IN STOCK— 


Juvenile 
Orthopedics— 
$1.90 
$2.20 
$2.50 


And how they fit! 


Quality? They have Flexible “Spot 
of Gold” Spartan Soles, Faun leather 
lining, fast color eyelets and are Good- 
year stitched. 


No wonder “Doctor’s Choice” shoes 
are rapidly becoming the “Merchant's 
Choice” all over the country. 


Samples? Certainly! Say when! 


Stock No. 6221 


A Popular Number 
in the New Mecca 
Tan Calf 


Comes with Flexible Spot 
of Gold Spartan Soles, 
water resisting, Faun 
Leather Lining, Fast Color 
Eyelets, Goodyear Stitched. 


In Stock: 


4 to 8 D-E 
8 to 11 C-D-E 
11 to 2 C-D 


Catalog and Samples on Request 


Nature Footwear Corp. 


Brewer, Maine 





Ju 
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L. ENOW, who 

* travels in his 
Buick sedan in 
New York City, 
Pennsylvania, 
Baltimore, Wash- 
ington and Vir- 
ginia for the 
Bra dley-Goodrich 
Co., Inc., of Haver- 
hill, Mass., showed 
the line of this 
house at the Bos- 
ton Shoe and 
Leather Fair, and 
reported: “The 
best business I have ever done at any 
show.” He furthermore stated that he 
has had the best June business this year 
of any similar period in his fifteen 
years as a salesman. Mr. Enow’s New 
York office is at room 555 Marbridge 
Building, New York City. He makes 
his home at 5442 Euclid Avenue, Phil- 
adelphia, and is a member of the Phil- 
adelphia Shoe Travelers’ Association, 
and also chairman of the Trade Co- 
operative Committee of this organiza- 
tion, which has, in its several years of 
existence, built up much good will for 
the local organization as well as for 
the N. S. T. A. and its members. He 
left the Hotel Statler, Boston, on the 
closing night of the show in order to 
keep some important buyer appoint- 
ments for the next day. Mr. Enow 
says that patent leather and brown 
suede are “running neck to neck”; that 
black suede is strong; that black calf, 
with a dainty black and gold calf trim, 
is a good number. He says that strap 
patterns lead, and that heels are good 
sellers in 18/8 to 20/8’s, as well as in 
the 14/8 patterns. 


L. L. Enow 


M E. ANDERSON has signed up to 
* represent the James Shoe Mfg. 
Co. of Milwaukee, Wis., in Minnesota 
and the Dakotas. 





THEY CALL IT LOVE 


“It’s the atmosphere up here 
that makes me feel romantic,” 
writes Joe Kalisky from Chetek, 
Wis., to his Chicago friends and 
accompanies the soft admission 
with an illustration of a man 
and a maid, illustrating that 
peerless description of an older 
bard: “two souls with but a sin- 
gle thought; two hearts that 
beat as one.” 

But who wouldn’t feel roman- 
tic amid such surroundings as 
“Walton Lodge,” up in Barron 
County where the first blush of 
dawn filters through the pines, 
silvering the sheen of placid 
waters or the moonlight length- 
ens the shadows and silhouettes 
landscape and lake? 

And in another six weeks “Joe” 
will be back on the trail with 
Thompson Bros. trunks, spreading 
the gospel of genuine merchan- 
dise values from Michigan to 
Nebraska, where stern reality 
renders romancing unnecessary, 
so perhaps he may be pardoned 
for growing a bit “mushy” over 
the beauties of nature and hu- 
manity amid Wisconsin’s classic 
surroundings. Eh, Wot! 














MENTION QUALITY BEFORE 
PRICE 


(From B. C. Bowen’s ‘Fourth Com- 

mandment of a Traveling Salesman,” 

and reprinted by General Salesman 

Utley, in Harsh & Chapline’s Weekly 
Sales Bulletin) 


“The customer naturally thinks 
mainly of price. You must not 
accept his point of view, but you 
must think mainly of the value 
of the shoe being shown. There- 
fore: Train your imagination! 
Price is the end of the selling 
process —never the beginning. 
Price is mental. It is dear if he 
thinks it is, cheap if he thinks 
it is. Show him what he will 
make, not what he has to pay 
you. Get him in the mood of 
desire.” 











“Genius begins great works, labor 
alone finishes them.” —Joubert. 


W. B. Weems, who has covered Missis- 
sippi and Southern Louisiana the past 
season for The Bob Smart Shoe Co., 
Milwaukee, has made an enviable rec- 
ord for the first six months with this 
live Milwaukee house. That he’s a go- 
getter is evidenced from one glance at 
the accompanying view of this big boy 
with a pair of “Bob Smarts” in one 
hand and an automobile in the other. 
Reporting at the recent staff confer- 
ence of the “Bob Smart” salesmen, 
Bre’r Weems was all diked out in the 
nifty straw “Kelly” that graces his 
features in this picture. Sales Mana- 
ger Fred Moritz asked the age-old 
query as to the origin of the skypiece, 
to which Honey Boy Weems responded: 
“Well, Fred, it was like this. I needed 
a straw hat as the warm weather was 
coming on so I went into the store of 
a hot prospect who conducts a good hat 
department and bet him a hat I could 
persuade him to put in a shoe depart- 
ment. All I had to do to win the bet 
was to show him the “Bob Smart” sam- 
ples. And that, Mr. Moritz, is how I 
won the new crown.” 


BOOT AND SHOE RECORDER 


ILLIAM PP. 

HENNESSY 
or Bill Hennessy, 
as he is known in 
Ohio, and Ohio 
territory, which he 
has covered prac- 
tically all of his 
business life, has 
recently joined the 
salesforce of the 
Midvale Shoe Co., 
manufacturers of 
women’s novelty 
shoes, and a branch 
of the Inter- 
national Shoe Co., St. Louis. Mr. Hen- 
nessy will cover Ohio, Western Penn- 
sylvania, western New York State and 
West Virginia. Bill reports good or- 
ders already and says that he expects 
to develop much more trade for his new 
connection. He will continue to make 
his home in Cincinnati. 


Wm. P. Hennessy 


KML GAROFALO, who sells, as well 
as directs, the making of women’s 
fine turn shoes for Garofalo Bros. Shoe 
Co., Inec., Brooklyn, with New York 
office at 465 Marbridge Building, vis- 
ited the recently held Boston Shoe and 
Leather Fair and reported a very suc- 
cessful trip which he had just made 
through the Central States. He said 
that he had sold much black and brown 
suedes, with blue kids a close second. 
He also said that his regular trade 
showed a wonderfully good increase 
and that he opened a number of high- 
grade accounts. 


M. F. GAFFNEY, with Boston 

office at 183 Essex Street, sells 
the volume buyers of the country, de- 
partment and chain stores, with the 
women’s popular-priced Waban Shoe 
Co.’s line; the men’s and women’s slip- 
pers of the Dickinson Shoe Co. and the 
children’s and growing girls’ lines of 
the Wellesley Shoe Co. Mr. Gaffney 
reports that trade on all of his mer- 
chandise has now commenced in good 
shape and anticipates that the next two 
or three months will be especially good 
ones for his customers. 


AWLEY GABLE, who travels 

Cuba, the adjacent islands and 
South America for Field Bros. Shoe Co. 
of East Bridgewater, Mass., reports 
that business conditions in these coun- 
tries are good, and that he is selling 
a large number of men’s lightweight 
shoes in his territory. 


L. WASHBURN, who travels all 

¢ through the East and the Middle 
West for the F. J. Mathieu Shoe Co. 
of Lynn, Mass., reports that business 
is good on his line of women’s Good- 
year turns and men’s slippers. He re- 
ports that men’s house slippers are 
staple sellers, and that the retail trade 
prospects on this line of merchandise 
are getting better all of the time, as 
merchants are giving greater promi- 
nence to men’s slippers in their win- 
dow displays. 


M. OLSON, of Chippewa Falls, 

e Wis., for a year Wisconsin trav- 
eler for Endicott Johnson Shoe Corp., 
has been made manager of the Twin 
City branch at Minneapolis. Formerly 
Mr. Olson was head of the Olson Shoe 
Manufacturing Co.—(UTPS). 
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ENNA JETTICK 
Hea/th Shoe 

















LOST SALES—LOST PROFITS 


When a customer walks out of your store because 
you couldn’t fit her in a $5 or $6 shoe (or where 
you had to misfit her to make the sale) you have not only lost that one sale and profit 
but have driven her to some other store where she may continue to trade. 


ENNA JETTICK RETAILERS DO NOT LOSE SALES 
because through the regular and constant use of the ENNA JETTICK Stock Department their stock is 
always complete especially on Narrow and Extra Narrow, Wide and Extra Wide widths. 


ENNA JETTICK STOCK 
SHOES ARE— 
actually in stock! 

stocked from AAAA to EEE! 

carried in (?) styles 
profitably retailed for 
$5 to $6! 


If you already carry ENNA JETTICKS “you know it”’—if you don’t, we will gladly refer you to those who do. 
Make the ENNA JETTICK Stock Department YOUR STOCK DEPARTMENT! 
and get what you want when you want it. 


ENNA JETTICK 
Hea/th Shoe 
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ENNA JETTICK 


If interested and there is no Enna Jettick dealer near you write 


ey, 


————————__£ 
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DUNN & McCARTHY, Inc., Auburn, N. Y. | ENNA JETTICK 
I Health Shoe 
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Imported English 
Aviator Boots 


In Stock 


Perfect fit and graceful 
lines.are the characteristic 
features of these superior 
quality aviator boots. 


They have developed a 
large sale among service 
men who use them for in- 
formal wear, fatigue duty 
and polo. 


B6781— 17 inches high, 
finest quality, tan willow 
calf, full calf-lined. 

$19.50 per pair. 


Our descriptive catalogue sent 
on request. 


B-6781 


COLT-CROMWELL CO., INC. 
1239 BROADWAY NEW YORK CITY 
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Boudoir Turnover 


runs into money if they’re 

made to the Greeley quality 

standard. Colors or black, 

IN with leather or rubber 
heels. If your jobber 

STOCK can’t supply—write us. 


36 Pair Cases 


A. W. GREELEY 
12 Duncan Street - Haverhill, Mass. 4 

















NO, WILLIAM! 


SADDENING AGENTS are not those eggs who pull door bells 
out by the roots and thus ruin the good wife’s entire day. 

In the Shoe and Leather Lexicon SADDENING AGENTS are 
defined: “Addition of substances during dyeing to produce duller 
shades.” 

Just one of the hundreds of bits of information in this 
valuable book which a smart salesman can casually slip to the 
customer—increasing the latter’s confidence in his ability to 
sell the right shoes. 


This Sales-Making Tome 
Costs Only Fifty Cents 
(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 
207 South Street, Besten 
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Fall Buying Now Going Strong 


[CONTINUED FROM PAGE 37] 


Dry Goods Co., looks for a good Fall business. “I 
believe that business for the last six months of 1928 
will be better than any we have had for some time,” 
said he. The men’s business is being stimulated all the 
time by the popularity of sports numbers. I believe 
that business will be good for Fall, because: we are not 
offering the public too many varieties of patterns, nor 
too many colors—and employment generally is very 
good. Black patent leather and brown suedes for 
women will be the leaders in strap patterns; I believe 
that patent leather will sell to the extent of at least 
75 per cent. In men’s lines it will be 50/50 between 
blacks and browns; Scotch grains will be good. In the 
$5 and $6 lines, broad toes and fancy perforations will 
be popular. Boys, especially the youngsters of school 
age, like “dolled-up” patterns, with broad toes. 


* * * 


Toledo, Ohio—Charles C. Maguire, of Lasalle & 
Koch Co., who buys men’s shoes only, says that he looks 
for a good business for Fall, as he is selling high 
grades, exclusively, and the demand is strong for quality 
footwear with the men folk. He has bought conserva- 
tive patterns, mostly, in the ratio of 50 per cent tan and 
50 per cent black. 


* * 


Scranton, Pa.—Mrs. L. H. Shriner, who buys shoes 
for Cleland-Simpson Co., looks for a good business for 
Fall. “I do not think that prosperity will start until 
after the first of October,” said Mrs. Shriner, “and 
just as soon as employment conditions are better more 
shoes will be sold, along with other articles of clothing. 
Oxfords will be wonderful this Fall; many regent operas 


will be sold, and operas always boost the sale of 
buckles. However, I believe that straps will lead to 
the extent of 70 per cent, with the other 30 per cent 
consisting of ties (including oxfords and pumps). 
Much suede in brown and black will be popular this 
Fall and Winter; also mat kid, in black and blue, with 


contrasting trims.” 
— + * 


Minneapolis, Minn.—M. O. McLean, buyer for the 
Famliy Shoe Store, says that in his city of 65,000, 
every one is looking forward to a good trade this Fall 
and Winter. “Wheat is king in our country,” said Mr. 
McLean, “and farmers of the Northwest anticipate a 
fine crop. I believe that patterns will be divided be- 
tween straps to the extent of 70 per cent, and tie pat- 
terns, including oxfords, to the extent of 30 per cent. 
The colors will be divided between black and brown, 
with or without dainty trims for women; for men, 
black, in conservative patterns, will take the lead over 
browns; in children’s, black patent leather numbers will 
be good sellers. 


*~ * * 


Shreveport, La.—John H. Breffeilh says that in his 
city of 75,000 a very good fall business is anticipated. 
He bases his predictions on the premise that the cotton 
crop will be exceedingly satisfactory. He has bought 
one eyelet ties, and center buckle effects, also some 


straps and pumps. 
* * * 


Wheeling, W. Va.—R. B. Nay, buyer for the Nay 
Shoe Co., stated: “I believe that business will be as 
[TURN TO PAGE 66, PLEASE | 





The Trend of Hide Prices 
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Wisconsin Men Ready to Stage | 
Record Breaking Convention 


Three Days, July 31, Aug. 
1 and 2 Set for Big 
Meeting in Mil- 
waukee 


MILWAUKEE, WIs.— The 
program for the convention of the Wis- 
consin Shoe Retailers Association, to 
be held here at the Auditorium July 
31, Aug. 1 and 2, has been drafted 
and additional details of the convention 
made public. 

The program as arranged is as fol- 
lows: 

Business Sessions 


TUESDAY, JULY 31 


Morning—Registration. 

2 p. m.—Convention called to order 
by president. 

Reports of committees. 

2.30 p. m.—Address. 

3 to 3.30—Question Box. 

3.30 to 4—Address. 


WEDNESDAY, AUGUST 1 


Morning devoted to inspection of ex- 
hibits. 

Business session. 

2 to 2.30 p. m.—Address. 

2.30 to 3—Question Box. 

3.30 to 4—Address. 


WEDNESDAY EVENING 
Style Show and Banquet. 
THURSDAY, AUGUST 2 
Forenoon devoted to inspection of 
exhibits. ; 
Business session. . 
2 p. m.—General business; (1) Ap- 
pointment of committees; (2) election 
of officers. 


Adjournment . 


ENTERTAINMENT FOR THE LADIES 

The following program has been ar- 
ranged for entertainment of visiting 
ladies accompanying Wisconsin re- 
tailers during convention week: 


Tuesday 


Luncheon, Gimbel Brothers, 11:30; 
theater party, 3 o’clock, Wisconsin 
Theater. Mrs. Chas. Roussy, chairman; 
Mrs. Chas. Collar, Mrs. F. Kartz, Mrs. 
W. George. 

Wednesday 


Luncheon and card party, 11.30, Ho- 
tel Pfister. Hostess, Mrs. L. Irving; 
Mrs. J. Muckle, Mrs. Wm. Wuerl, Mrs. 
F. Larkin, Mrs. A. Caspari, Mrs. H. 
Wolfgram.., 


complete © 


Exploitation of Wine 
Red Shoes Is Begun 





In Street Shoes 
Acejou—e red me 
bogesy— is the new 
Parié @ combin- 
ing with beige. Featured 
by Lord & Taylor in 
three eyelet oxford with 
the smart lestber bee! 
designed by Greee 
*14.50 


secon rLooe 





In Fall Hats 
y—@ shade the 
Freoch call acajou — strikes « 
pote io 


418.50 


Lord & Taylor 








NEw York, N. Y.—Above is a re- 
production of the first public exploita- 
tion of the new wine-red, burgundy or 
mahogany color in footwear, as devised 
in an advertisement this week by Lord 
& Taylor. Their name for the color is 
“Acajou.” The shoe pictured is a three 
eyelet oxford with solid leather heel, a 
pattern, incidentally, that is being 
heavily backed by New York shoe 
retailers. 





Thursday 


Automobile tour, 10:30. 
lunch, Lake Park. 

The following committees will have 
charge of the visiting ladies: 

Entertainment Committee — Chair- 
man, Mrs. John Geisinger; Mrs. Chas. 
Roussy, Mrs. L. Irving, Mrs. A. Jen- 
kins, Mrs, A. Caspari, Mrs. Ed. Schnei- 
der, Mrs. H. Wolfgram, Mrs. W. B. 
George, Mrs. Wm. Wuerl, Mrs. J. 
Muckle, Mrs. Chas. Collar, Mrs. F. 
Larkin, Mrs. F. Fravis. 

Picnic Committee—Chairman, Mrs. 
W. B. Warren; Mrs. Chas. Roussy, 
Mrs. O. Heusel, Mrs. J. Pinsel, Mrs. 


Picnic 


O. Johnson, Mrs. Roy Ripple, Miss 
LeMay. 

Registration Committee—Mrs. Al. 
bert Jenkins, Mrs. Chas. Roussy. 

The preliminary work is in the 
hands of the following committees: 

Convention Committee—C. E. Collar, 
chairman; John Geisinger, vice-chair- 
man; F. W. Wuerl, secretary; T. H. 
Kucher, treasurer. 

Reception Committee—H. Lamay, J, 
D. Langenberg, R. E. Sager. 

Reception Committee (Salesmen), 
F. E. Schmidt, G. F. Burroughs, H, 
Keuhn, M. Meissner, L. C. Becker. 

Hotel Committee—Ed. Schneider, F, 
J. Larkin, F. E. Schmidt. 

Hotel Committee (Salesmen)—G. 
McHugh, W. Weyenberg, H. W. Klos, 
W. B. George. 

Speakers’ Committee—Joe A. Schu- 
macher, A. B. Caspari. 

Publicity Committee—F. W. Wuerl, 
A. P. Nelson, F. Meyer, D. M. Krause. 

Publicity Committee (Salesmen)—C. 
W. Johnson, Ben. Harvy. 

Auditing Committee—R. J. Rippel, 
E. Meyer, C. Newell, Wm. Grabel, 0Os- 
car Jensin. 

Attendance Committee—Robt. Kurtz, 
B. J. Fridell, Oscar Jensin, N. C. 
Cody, Wm. Schlaefer, Otto Engelhoff, 
C. S. Bruecker. 

Attendance Committee (Salesmen)— 
H. W. Lew, C. Roussy, E. P. Schmidt, 
C. R. Collar. 

Entertainment 
Kuczynsky, Frank J. Larkin, 
Geisinger. 

Banquet Committee (Salesmen)—C. 
W. Johnson, Irving Telling, F. 
Schmidt, F. J. Larkin, W. B. George. 

Booths Committee (Salesmen)—L. 
L. Emig, C. W. Johnson, F. J. Larkin. 


Committee—F rank 
John 


Move Children’s Store 


WEST PALM BEACH, FLA. (UTPS)— 
A steady increase in business has ne- 
cessitated the removal of the Children’s 
Shoe Store of West Palm Beach to 
larger quarters. The new location is 
in the same building across the arcade 
from the old location, and affords near- 
ly double the space of the latter. 

The store was established in the 
Fagan Arcade less than a year ago, 
with Ernest Cook as manager and 
principal stockholder. It was an in- 
novation in the city at that time, and 
still remains the enly shoe store in 
West Palm Beach that caters exc!usive- 
ly to children. 


Discontinue Business 


KaLaMazoo, MicH. (UTPS)—The 
Kalamazoo Salvage Company, shoe 
dealers at 234 East Main Stree‘, this 
city, have discontinued business and 
have sold the stock to L. Levinsohn, of 
Saginaw. 
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Whites Ahead of 1927 


In Cincinnati Shops 


CINCINNATI, OHI0O—Whites are mov- 
ing better than they have at any time 
since the opening of the season, and 
retailers expect white sales for the 
summer to be 35 per cent to 50 per 
cent greater than they were for the 
summer of 1927. Wet weather re- 
tarded white footwear sales in June, 
but extremely hot weather served as a 
stimulus around the first of July. Lots 
of green and red kid is being sold for 
costume wear and prints continue to 
move fairly well. Some black patent 
is being called for and sandals are 
being favored less than they were a 
few weeks ago. 

Black in men’s shoes is holding up 
well, although tan has the edge, with 
a medium shade most popular. Re- 
tailers of men’s shoes report sport 
oxfords to be at their best, and they 
are expected to be very strong through 
summer and fall. 

Sales on white footwear are up to 
expectations at the Potter Shoe Com- 
pany, and colored kid, chiefly red and 
green, is moving exceptionally well. 
Some blue kid is selling, patent con- 
tinues to move and sandals are losing 
ground. According to E. C. Orr, man- 
ager of Potter’s Bootery, black in 
suede, kid, snake and patent leather 
will be very good for fall. Mr. Orr 
expects brown kid to be very strong 
and brown suede to be popular. 

W. A. Whitworth, manager of the 
local store of the Regal Shoe Com- 
pany, reports men’s black and white 
sport oxford sales surprisingly large. 
Tan and white is another popular 
combination, and due to the fact that 
so many sport shoes are being used 
on the dance floor, leather soles are 
preferred. Sales on men’s shoes for 
the past thirty days have been ap- 
proximately 60-40, favoring tan. 


Weiss Showed 100% Gain 


Boston, Mass.—The recently held 
Sales Managers’ Record week of the 
Gilchrist Co. was a big success, so far 
as the shoe department of this house 
was concerned. William L. Weiss, shoe 
buyer, stated that while this event has 
been held twice a year for the last 
fourteen years, on one day, this year 
was the first time that a whole week 
was devoted to the sale; he said that 
last year, two days were allotted. 
Prices on footwear were from one-third 





to one-fourth lower than similar mer- 
chandise would be priced, although spe- 
cial stock was bought for the sale. As 
a result of this sale, the department 
made practically a 100 per cent gain 
over the corresponding week of 1927. 


Dissolve Partnership | 


Derrorr, MicH. (UTPS)—Ralph 
Cutler and J. A. Sominsky, who have 
operated the Cut Rate Store at 9900- | 
9902 Gratiot Avenue at Pennsylvania, | 
handling men’s, women’s and children’s 
footwear, for several years, have dis- 
solved partnership, and Mr. Sominsky 
Will continue the business under the 
same name. The stock of the store is 
Valued at about $11,000. 
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Women Guests at Boston 
Shoe and Leather Fair 


The following is the roster of the 
ladies (and their retail shoe store 
connections) entertained by the 
Women’s Hospitality Committee, 
Boston Shoe and Leather Fair, 
July 9-11, 1928: 

Mrs. Cleve C. Hall and Master 
Cleve Hall of Proctor-Hall Co., 
Youngstown, Ohio; Mrs. R. G. 
McHenry and Miss Alice Fritz of 
McHenry’s Shoe Store, Wilkes- 
Barre, Pa.; Mrs. Albert Leopold, 
Leopold’s Shoe Shop, Youngs- 
town, Ohio; Mrs. M. Meltzer and 
Mrs. C. Krakovitz, Acme Shoe 
Co., Philadelphia; Mrs. L. H. 
Shriner, Cleland-Simpson Co., 
Scranton, Pa.; Mrs. J. P. Yun- 
gel and daughter, Devine & Yun- 
gel Shoe Co., Harrisburg, Pa.; 
Mrs. A. H. Yungel of the Dandy 
Line Shoe Stores, Lebanon, Har- 
risburg and Lewistown, Pa.; Mrs. 
H. E. Nay, Nay Shoe Co., Wheel- 
ing, W. Va.; Misses: Irma Mit- 
chell, Clara Fink and Ella Fink, 
J. Bacon & Sons, Louisville, Ky.; 
Mrs. Warner Peirce, wife of N.S. 
R. A. Director Warner Peirce of 
Richmond, Va.; Miss Pauline R. 
Smith of Phillipsburg, N. J.; Mrs. 
J. Frank, Waterman Shoe Co., 
Jersey City; Miss Frances Mc- 
Lean, Mrs. M. O. McLean, Family 
Shoe Store, Minneapolis, Minn.; 
Mrs. Frank Neekamp, Frank 
Neekamp Shoe Store, Ironton, 
Ohio; Mrs. Paul Connolly and 
Master Paul Connolly of the Bond 
Shoe Co., Baltimore, Md.; Mrs. 
Frank E. Buck, Buck Shoe Shop, 
Baltimore, Md.; Miss Beatrice 
Rosenthal and Mrs. Nathan Ro- 
senthal of the London and Liver- 
pool Shoe Store, Wilkes-Barre, 
Pa.; Mrs. Nathan Silberman and 
Miss Ruth Silberman, Silberman 
Bros. Shoe Store, Bethlehem, Pa.; 
Miriam A. Goldman and Mrs. H. 
Goldman, Bond Shoe _ Store, 
Springfield, Mass.; Mrs. J. L. 
Stephenson, Kirven Shoe Co., Co- 
lumbus, Ga.; Mrs. F. K. Smith 
and Miss Winifred Smith, Proc- 
tor-Hall Co., Youngstown, Ohio; 
Miss Nina Mae Smith, Proctor- 
Hall Co., Youngstown, Ohio; 
Mrs. Marcus McWeeny' and 
daughter, The Kennedy Co., Bos- 
ton; Mrs. Walter Edelstein, Bos- 
ton; Mrs. I. Arnstein, Lane- 
Bryant, New York; Mrs. Barnard 
S. Solar, Boston, Mrs. Harry R. 
Terhune, Boston; Mrs. Frank E. 
Maguire, Stone & Thomas, Wheel- 
ing, W. Va.; Mrs. O. H. Bates, 
Brockton, Mass.; Mrs. W. W. 
Wilson, Boston; Mrs. George R. 
Vollman, Cincinnati; Mrs. E. 
Weiss of Weiss Bros., Grand 
Rapids, Mich.; Miss Betty Weiss, 
Weiss Bros., Grand Rapids, 
Mich., Mrs. Merton A. Lane of 
A. A. Lane Shoe Co., Portland, 
Me.; Mrs. Harry Isaacs, Harry’s 
Shoe Store, New Haven, Conn. 











| Demand for Sports Shoes 


Strong in Indianapolis 


INDIANAPOLIS, IND. (UTPS)—The 
sale of black and white sports shoes 
and oxfords has exceeded all previous 
records in Indianapolis. L. G. Cobler, 
manager of the men’s section at the 
Marott Shoe Shop, has placed his 
third order for sport oxfords in black 
and white. In ordinary years, accord- 
ing to Mr. Cobler, all sport footwear 
on hand July 1 was placed on sale at 
reduced prices, but with the continued 
demand this year, the original order has 
been repeated the third time. “Not 
only the young men are wearing sport 
oxfords,” said Mr. Cobler, “but men 
of all ages.” 

R. H. Louden, manager of Feltman 
& Curme shoe store No. 1, in this 
city, has returned after being on the 
sick list for the past six weeks. Mr. 
Louden reports the biggest sale on 
sport oxfords in black and white in 
the history of the store. In addition 
to the regular trade the company has 
fitted several high school athletic 
teams, which increased the sale be- 
yond expectations. “We can’t keep 
black and white sports shoes and ox- 
fords in stock,” said Louden. 


New Atlanta Store 


ATLANTA, Ga. (UTPS)—The Col- 
lege Slipper Shop is the name of a new 
shoe concern which will open within a 
few weeks. This firm will occupy the 
space formerly occupied on Alabama 
Street by the Fred S. Stewart Shoe 
Company, 118-120 Alabama Street, and 
will be modern in every respect. Work- 
men are now completely remodelling 
the quarters to be occupied, and new 
furnishings and fixtures will be in- 
stalled by the company. It is expected 
that the shop will be opened on or 
about the first of August. 


Add 11th Store 


CLEVELAND, OHIO (UTPS)—Cort & 
Berkman, Inc., recently added _ the 
eleventh store to their Cleveland chain 
when they leased the quarters former- 
ly occupied by the Cinderella Boot 
Shop as operated by B. A. Saltzman 
at 5803 Broadway. This store, which 
had been damaged by fire, was com- 
pletely remodeled and is now one of 
Cleveland’s most attractive footwear 
outlets. A popular line of men’s, 
women’s, and children’s shoes retailing 
at $3.95 and $4.95 are carried. 


Price Takes Partner 


Detroit, MicH. (UTPS)—C. E. 
Price, who engaged in business at 1253 
Griswold Street under the style Cos- 
tume Bootery recently, has taken A. J. 
Williams of this city, into partnership 
with him. The business will continue 
under the same name, handling wom- 
en’s footwear only, with a particularly 
full stock of novelty footwear. The 
shop is located in the Farwell Build- 
ing, at Griswold Street and Grand 
River Avenue West, in the heart of the 
business district. 
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80 STYLES IN STOCK 


EMERSON SHOE MFG. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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$00 csunae mONy 
KUMFORT-ARCH SHOE 


MADE EXCLUSIVELY BY THE 
EMERSON SHOE MFG CO 
ROCKLANOD, MASS. 




















HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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NETTLETON 
Shoes of Worth 

A. E. NETTLETON CO. 
H. W. COOK, President 


N. Y., U. 8. A. 
MEN’S FINE SHOES EXCLUSIVELY 

















Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 
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Shoe Manufacturers’ 
Outline Association 
Extension Plan 


New Activities Begun Under 
Direction of Jay Otis Ball, 
Managing Director 


NEw York, N. Y.—Following the 
July meeting in Boston of the Board of 
Directors of the National Boot and Shoe 
Manufacturers’ Association, Henry 
Cook, president of the organization, and 
also head of the A. E. Nettleton Com- 
pany, Syracuse, N. Y., has outlined the 
new program for association activities 
as approved by the board. In connec- 
tion with this program of increased 
activities, the association has engaged 
the services of Jay Otis Ball as manag- 
ing director. Mr. Ball has assumed 
his new duties at the association’s 
headquarters, 342. Madison Avenue, 
New York. 

Mr. Cook announces the following 
activities as among the projected plans 
of the association: 

Analysis of statistics of the shoe in- 
dustry with deductions as to their 
bearing on the business of the shoe 
manufacturers. 

Study of trade abuses. 

Recommendation of changes in trade 
practices intended for improvement. 

Securing of statistics from manu- 
facturers covering orders on hand, shoes 
in process, and stock on hand to en- 
able manufacturers to judge from to- 
tals as to production equalizations, 
seasonal, style, etc. 

Endeavor to get retailers and job- 
bers to secure similar information. 
Study the methods and accomplish- 
ments of other associations with a 
view to incorporating into our own 
activities any that may seem desir- 
able. 

Form groups among the manufactur- 
ers covering those making different 
classes and grades of shoes; these 
groups to meet at annual meetings or 
on call to discuss problems peculiar to 
their class of product and bring their 
conclusions or suggested activities to 


‘the attention of our conventions or 


meetings of directors. 

Suggest a meeting of Presidents of 
Allied Industries such as manufactur- 
ers, retailers, tanners, jobbers, tra- 
velers, machinery, lasts and patterns 
to set up a workable plan for a con- 
gress of the various units of the shoe 
industry. 

Attempt to work out through our 
Tariff Committee a position with re- 
ference to Tariff that will be fair and 
acceptable to our entire membership. 




















In commenting on the appointment 


| trade associations; but as a result of 
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Jay Otis Ball 






of Mr. Ball as Managing Director of 
the association, Mr. Cook said: “Mr. 
Ball does not bring to our association 
experience in the management of 


his many years’ experience and ass0- 
ciation with large industrial corpor- 
ations, he has the member point of 
view. We believe he has a keen an- 
alytical mind, open and unbiased to- 
ward our problems, and that he will 
make possible of accomplishment, from 
a broad busines standpoint, a_ work 
that will make our association an out- 
standing organizatioin.” 

J. Dudley Smith will continue a: 
Secretary of the National Boot and 
Shoe Manufacturers’ Association; and 
an executive or steering committee has 
been appointed to meet with the Man- 
aging Director monthly, consisting of 
the following members: Harold ¢. 
Keith, George E. Keith Co., Brockton, 
Mass., Chairman; John G. Holters, The 
United States Shoe Co., Cincinnati, 
Ohio; J. T. Pedigo, Pedigo-Weber Shoe 
Co., St. Loviis, Mo.; Raymond P. Morse, 
Cantilever Corporation, Brooklyn, \. 
Y.; J. Franklin McElwain, J. F. Me- 


Elwain Co., Boston, Mass., and Fred 
Miller, The Godman Shoe Co., Colum 
bus, Ohio. ; 

Mr. Ball is a Westerner, a!thoug! 


he has lived in the East for more 
than ten years, and has traveled wide 
ly in the United States and Europe. 
He received his education at Mor 
mouth College, Monmouth, IIl., and 2 
the University of Chicago. For more 
than ten years he has been connected 
with Sidney Blumenthal & Co., Inc, 
New York, owners and operators o 


The Shelton Looms. Shelton, on. 
The Shelton-Uncasville Co., Uncas 
ville, Conn., and the South River 
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Spinning Co., South River, N. J. Mr. 
Ball has been general sales manager, 
and has also had charge of advertis- 
ing, in addition to his duties as Pa- 
tent and Trade-Mark Attorney for 
that company. He has also had con- 
siderable experience in actions before 
the Federal Trade Commission. 

The recent success of Sidney Blu- 
menthal & Co., Inc., in materially in- 
creasing their volume of sales and pro- 
fits, has been one of the outstanding 


e items of interest in the textile indus- 


try; and the officers of the company 
have been generous in attributing to 
Mr. Ball a nimportant part in increas- 
ing their large volume of business. 

In his broad business experience, 
Mr. Ball has acquired a knowledge of 
manufacturing and national distribu- 
tio that well equips him for his new 
duties. He also has connections in 
fnancial circles that speak well for 
him. He has a splendid versonality, 
is gracious and modest in meeting 
others, and is a good listener. Judg- 
ing from comments from several of 
the directors of the National Boot and 
Shoe Manufacturers’ Association and 
from others prominent in the allied in- 
dustries, Mr. Ball is evidently under- 
taking his new and important work 
with the full confidence of his asso- 
ciates. It is believed that his success- 
ful experience in distribution in the 
textile industry, where there has been 
exceedingly keen competition and over- 
production in several branches, will be 
of material value in the shoe industry; 
and his knowledge of patent and trade- 
mark law should also add to the value 
of his services. 


L. H. Hamel Leather Co. 
to Build New Plant 


HAVERHILL, Mass.—Contracts for 
a new three-story factory structure, 
involving an expenditure of $100,000, 
were placed this week by the L. H 
Hamel Leather Co., with John M. 
Roche, local contractor and builder. 
The new factory is to be constructed 
in the rear of the present tannery of 
the Hamel Company on Essex Street. 
The building will be entirely of fire- 
wy material, and will be 175 by 60 
eet. 

The Hamel Company, by its sensa- 
tional rise in the leather’ tanning 
field, occupies the limelight in local 
industrial affairs at present. The tan- 
nery occupies 120,000 square feet of 
floor space, and business depends on 
operation of the plant on two eight- 
hour shift schedules. 


Bourque Shoe Co. Moves 


HAVERHILL, Mass.—The Bourque 

oe Co., makers of women’s McKay 
shoes, have completed an important 
expansion, the business being removed 
from 64 Phoenix Row to 28 Duncan 
Street, the former quarters of the 
Ayer & Williams Shoe Co. The new 
Plant makes available three times as 
much manufacturing area as was pre- 
Viously utilized. Production will be 
doubled and daily output will be be- 
tween 60 and 70 cases a day. 

The new plant is now under full 
operation. 





Good Orders Have Been 
Booked in Boston 


Boston, Mass.—The past week in 
this section has been a busy one, both 
for manufacturers and wholesalers. 
Many report that they booked an ex- 
ceedingly good business at the recently 
held Boston Shoe and Leather Fair, 
and at their down-town sample rooms. 
The bulk of the sales on women’s shoes 
appears to have been made on _ the 
lower-priced numbers, although higher- 
priced, quality, goods, moved well. 

In men’s lines, the medium-priced 
lines, in conservative patterns, sold the 
best. Many fabric shoes for women 
interested buyers; the moires, in vari- 
ous colors, printed velvets, and chiffon 
velvets were sold in goodly numbers. 

Manufacturers report that the high 
heel is the most ready seller in heights 
from 16/8 to 20/8, and that there is a 
growing demand for the Cuban heel. 
Modernistic designs on velvets,” silks 
and satins were shown, and sold well 
to purchasers of novelty footwear. 
Patent leather ties and straps are 
among the best sellers, with browns in 
suedes and kids a close second. Welt 
lines for women have been good num- 
bers in light weight calf, in both brown 
and black; black hat kid nombers, with 
dainty simulated reptile trims, are re- 
ported as selling freely. 

For men’s shoes, grain leathers are 
strong, and shoe manufacturers buy- 
ing in this market during the past week 
have specified this leather, as well as 
black and brown calf. Dress shoe side 
leather has had more demand ~than 
for some time past, with some large 
orders placed. The demand for blue 
kid shoes is still holding strong. Simu- 
lated reptiles are again being bought 
by makers of lower-priced women’s 
shoes, after a slump in popularity of 
about a year, when nothing but the 
genuine skins were wanted. 


Shoemen on Long Tour 


MILWAUKEE, WIs.—Wilbur Kearney, 
son of Owen Kearney, United Shoe 
Machinery Company, Milwaukee, Wis- 
consin, left last week for an extended 
motor tour of the Pacific Coast, accom- 
panied by Dick Maas, also of Mil- 
waukee. When last heard from they 
were at Phoenix, Arizona, headed for 
Los Angeles. They then plan to drive 
north to Vancouver, B. C., returning 
home via Yellowstone Park and the 
Black Hills. They expect to be home 
about Labor Day. While in Los An- 
geles they plan to look over the movie 
colony at Hollywood; the length of 
their stay there being determined en- 
tirely by the reception they receive 
from Clara Bow, et al. They have their 
golf clubs with them and expect to 
play the leading courses on the Paci- 
fic Coast. 


A Buckle Sensation 


Boston, Mass.—Nat Daniels sprung 
a brand new sensation at the recently 
held Boston Shoe and Leather Fair in 
the form of imported Chanel Crystal 
shoe ornaments. Some were effectively 
shown on black satins and black suedes 
in modernistic designs, and bows; jet 
bars were introduced on some of the 
patterns. 





| 


OO i hi ec ei eh i i i tinal 


WHERE TO BUY 
Men’s Shoes 


Ci i i i aid 


<\ 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
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WHERE TO BUY 
Slipper Supplies 





POMPOMS AND ROSETTES 
The right merchandise at the price. 


sent q 
HY-GRADE SLIPPER SUPPLY ©O. 
683 Broadway New York City 











WHERE TO BUY 
Standard Shoe Materials 
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The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 Seuth St., Beston, Mase. 


est Virginia 


The best raw materials contribute to 
Uniformity. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit NewYork Chicago 
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WHERE TO BUY 
Slipper Quilting 








SLIPPER MANUFACTURERS, 
ATTENTION! 
We Do Quilting 
For good workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 
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Two Strap Sandal 


“Hand Turned” 
In Stock 
C to E—2'%2-9 
No. 3-2 at $2.35 
MORAN-HERMANN- 
MeMANUS, INC. 
Auburn, Maine 








Pe te Better Gadi 
é, e. er . 
Best~ Ever 


TBS ee Slipper Co. 
Nb | 75 Front St. 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
t 25th St., New York Ct 


40-46 Wes 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 


$27.00 per doz. and up 








Men’s All Leather House Slippers 
HAND TURNED— 
IN STOCK 
Romecs — Operas 
Bveretts 

Golden Brown Kid 
—8 Iron Sole — 
Bona ‘or _ samples 

ROTH & ROSENBLKG SHOE CO. 


M 
124 N. 3rd St., Philadelphia 











Lynn Manufacturers 
Expanding Production 


LYNN, Mass.—Some manufacturers 
here are moving to larger quarters, or 
are rearranging and improving their 
equipment, so that they may make more 
shoes, or better shoes. This report, 
which follows after the Boston market 
and its style show, tells as plain as 
any report the state of trade here 
among progressive concerns. 

Sole leather has been pegged at 66 
cents a pound, the record high price of 
the year, according to sole cutters, and 
they add the opinion that prices of 
bottom stock will advance once more. 
The time is near for the use of stouter 
soles, as a means to protect feet from 
cold pavements of fall and winter. But 
the sole cutters say that the demand 
holds persistently for light soles, and 
that they have some difficulty in mov- 
ing even the six iron soles which are 
used for welt soles. Evidently, the old 
type of heavy weight shoes for winter 
has passed into history. 

Black continues the foremost color 
for volume business, and the present 
production of shoes in Lynn is at the 
rate of at least 60 per cent black, with 
some firms reporting as high as 80 per 
cent. Black mat kid and calf is in 
new favor. But patent holds first 
place, though not as strongly as a 
while ago. Suede is gaining again, and 
some nearby tanners are now behind 
on their orders for black suede leather. 
The vogue of reptiles continues un- 
abated, and the employment of genuine 
reptile skins is larger than ever. Black 
satins, velvets and novelty fabrics 
should be added to the list of blacks. 

New browns tend toward the rose- 
wood hues, which some call the wine 
shades. Blues continue good, espe- 
cially in the darker shade. The vogue 
of green is on the increase. Colors are 
certainly of stronger character. Modest 
hues are being superseded by bold hues. 
Tweed leathers, as well as tweed fab- 
rics, have come into use. They are of 
a dozen or more hues. 

Smart shoes are pictures in colors, 
for the designer avoids monotones and 
commonplace effects, and seeks strik- 
ing contrasts. He pipes or bands his 
patents with thin but strong lines of 
silver or gold, or panels his suedes with 
reptiles, or with the metallic glints or 
pearl lusters, or resorts to asymmetric 
trims, such, for instance, as half a 
quarter of reptile, and the other of 
suede. 

Color construction is the new thing 
in Lynn shoemaking, and it is bringing 
forth a multitude of effects. Business 
is going toward “the man who knows 
his colors.” 

In designs, there was last week a 
movement toward ties and oxfords, 
some of two or three invisible eyelets 
fastening with slender laces, some 
fastening on the side, and some fasten- 
ing in the center with novelty buckles. 
It continues true that any fascinating 
arrangement of straps in a fast selling 
style. The opera pump, trimmed with 
slender strippings piped with gold or 
silver, has many friends, and step-ins 
continue favorites. 

Reports on pirate boots, half boots 
and bootees vary for the present. But 
it is said that a new movement in boots 
is coming in early August. 

A line of fine kid leather costs 











Lynn manufacturers as much as $1,5) 


| a foot, and some of the leathers anj 


fabrics for ball room shoes are even 
more expensive. Uppers of these ma. 
terials cost.as much as is paid for 
complete pair of low price shoes. This 
and like instances illustrate the wide 
range of values that are to be found jp 
women’s footwear these days. 


Marked Improvement 
In Haverhill Plants 


HAVERHILL, Mass.— Marked im. 
provement in local business is appar. 
ent, with shoe and allied manufactur. 
ing plants fast returning to full-time 
production schedules. Cutting rooms 
have been active for nearly a fort. 
night, and corresponding activity js 
showing itself in the other depart- 
ments this week. One large producer 
of women’s turn shoes has 70 outside 
cutters at work, the greatest number 
in the history of the business. 

McKay lines are showing new life, 
the cheaper grade lines holding the 
lead, but with the better grade Mc- 
Kay novelties showing signs of re- 
newed activity. Chain store buyers 
have been entertained in the local in- 
dustry the past week in large nun- 
bers following the Boston show. The 
attitude of the buyers was especially 
gratifying to the local shoe men, who 
have benefited by substantial orders. 

Haverhill shoe men went to the Bos- 
ton show with the largest sample 
lines in their industry, exerting every 
effort to stimulate business. The no- 
velty shoe, it became apparent, was 
to have the call for fall and winter 
to conform to other articles of the 
feminine wardrobe. Haverhill is re- 
puted as a novelty shoe center and 
the local manufacturers presented to 
the trade novelties in wide array, free 
from gaudiness and faddish types, but 
smart, artistic, and styleful. Straps, 
ties, oxfords, step-ins, and plain pump 
patterns in all the new leathers and 
fabrics were enthusiastically _ re- 
ceived. Suede, kid, and the grained 
leathers, with the popular patent lead 
for the new season. Two-toned effects 
are prominent and jeweled ornamen- 
tations are style features. 


Detroit E-J. Moved 


Detroit, Mico. (UTPS)—The De 
troit district office of the Endicott- 
Johnson Corporation, well known foot- 
wear manufacturers, has been moved 
from 336 La Fayette Building to quar- 
ters better suited to the needs of the 
corporatioin at 175 Griswold Street, 
near the corner of Atwater Street, 
in the heart of the wholesale district. 
The new office was occupied by the 
staff under Manager Louis S. Hall on 
July 1. 


A Correction 


In our issue of July 7, on page 45, 
the statement was made that approxi- 
mately 2500 pairs of shoes are made 
daily in the International Shoe Com- 
pany’s plants at Hannibal, Mo. This 
figure should have been 25,000 pairs. 
We apologize to the Internationa! Shoe 
Company. 
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Travers in Boston 


BROocKTON, Mass.—L. E. Travers, 
considered an expert in all branches 
of the work, has been named manager 
of the Boston headquarters of the Dun- 
bar Pattern Company of this city. Mr. 
Travers for several years has been as- 
sociated with the industry in Brooklyn, 
and is thoroughly versed in the various 
branches of pattern making. 


Brockton Style Show 
Committees Appointed 


BRocKTON, Mass.— Determined to 
make this year’s Brockton Fair shoe 
style show the biggest in its history, 
the new committee chairman, George 
M. Rand, has appointed J. Willard Hor- 
ton of the Geo. E. Keith Company, 


‘style show director, and Lester D. 


Morse of the W. L. Douglas Shoe Com- 
pany, as chairman of the decorating 
committee. Mr. Horton for many years 
was assistant to William B. Nash, for- 
merly style show director. 

Mr. Morse is advertising manager for 
the Douglas Company, and is familiar 
with all the details of decoration and 
display. 

Already nearly fifty shoe and acces- 
sory concerns have promised to dis- 
play their wares, and prosepects are 
good for the use of every booth avail- 
able. Many models have been signed 
to display the newest in men’s and 
women’s shoes and wearing apparel on 
the runway. 


Shoe Production Gains 


During the first five months of 1928, 
139,693,044 pairs of boots and shoes 
(other than rubber) were manufac- 
tured in the United States, which was 
about 2,000,000 pairs more than the out- 
put during the corresponding period 
of 1927, and exceeded the production 
during the first five months of 1922 
(182,100,444 pairs); 1924 (135,437,471 
pairs); 1925 (137,001,837 pairs); 1926 
(129,265,500 pairs); and 1927 (137,- 
576,660 pairs), but was less than that 
of 1923 (159,674,345 pairs). 

During the first five months of 1928, 
the United States exported to foreign 
countries 2,092,074 pairs of leather foot- 
wear valued at $4,996,930, and shipped 
to non-contiguous territories 825,821 
pairs valued at $1,647,129, or a total of 
2,917,895 pairs, valued at $6,644,059. 


Bringardner Plant Sold 


LocaAN, OHIO (UTPS)—The plant 
formerly used by the Bringardner Shoe 
Co., a manufacturing concern has been 
sold by Receiver J. E. Butler of Colum- 
bus, to the bondholders represented by 
C. G. Bowen, president of the First 


National Bank of Logan. 
future disposition there is no informa- 
tion, although some talk of a reor- 
ganization was heard. The plant is 
fully equipped with machinery, and is 
ready to start within a short time. Re- 
ceiver Butler is winding up the affairs 
of the company. 


As to its | 





Columbus Plants Speed 
Up Production 
COLUMBUS, OHIO (UTPS)—Produc- 


WHERE TO BUY 


Women’s Novelties 


LO 6 6 8 8 


tion at the Columbus shoe factories has | 


been speeded up and all of the plants 
in Central Ohio have been working to 


capacity since the middle of June. In | 
fact, several of the companies have been | 


operating their factories to full capa- 
city since about the middle of May. 
Salesmanagers report a good volume 
of business being booked for both at- 
once sales and for the fall season. Tra- 


velers who are on their territories, have | 


been hustling for business, and their re- 
sults are 


reserve stocks, excepting in that plants 
operating an in-stock department, are 
not large. 


One manufacturer reports about 50 | 
per cent patents in the fall orders, al- | 


though there are a good many novel- 
ties which are being sold for the early 
fall season’s trade. Browns are being 


much better than was ex- | 
pected earlier in the season. Shipments | 
are brisk from all of the factories and | 


i ei el 





In Stock $3 to $6 Growing On Value 


sellers. , 
Grow with us by stock- 


ing ‘‘On-Time’’ ladies 
nove'ty footwear Not 
the best shoes. But the 

best in the country 


I aa | | ae for the money. 


Write for circular. 





Samuel Cohen 
Shoe Co. 


72 Lincoln St., Boston, Mass. 








Latest Styles at 
Popular Prices 
ws in Stock. - 
ST-NEW wrk Cry) 











featured for certain purposes and the | 
factories report good sales of brown | 


kids. 


Shipments from the factories of the | 


C. Godman Co., operating eleven 


units in Columbus and Lancaster dur- | 
ing June were exceptionally heavy, ac- | 
cording to the report of Salesmanager 
They were equal to | 


J. Elmer Jones. 
the records of last June, which was 
one of the banner months as far as 
shipments are concerned. 


Mail orders are coming in fairly well | 


from all sections, according to the 
sales officials of the Rilley Shoe Manu- 
facturing Co., which has been operated 
on a full schedule for some time. 

The G. Edwin Smith Shoe Co. has 
been turning out a full capacity of 
shoes to supply the large chain oper- 
ated under the name of the Nisley Shoe 
Co. Shipments from this factory to its 
various retail stores have been extra 
heavy during June. 

The Lape & Adler Co. is havign a 
good run of business both from its 
salesmen who are on their territories 
and from mail orders. Shipments are 
heavy and preparations have been made 
for a very brisk shipping season in 
July and August. 


Work at the plant of the Columbus 


Shoe Co., manufacturers of children’s 
shoes, has been very brisk during June 
and will run through July on the same 


schedule, according to Louis Thoman, | 


manager of the company. 


Acme Shoe Company to 
Make Children’s Shoes 


CuHIcaGo, ILL.—The Acme Shoe Co. 
is the name of a new shoe manufactur- 
ing organization recently established 
in Chicago, with headquarters in fac- 
tory premises at 1259 N. Wood Street. 
The company is manufacturing a line 
of low priced children’s and misses’ 


welts which they are carrying in stock. | 
Those interested are Jessel Cohen, | 


for many years identified with shoe 


manufacturing in Chicago, and Morris | 


Cohen of the Booster Glove Company of 
Chicago. The factory occupies two 
floors comprising about 7,000 square 
feet. 


WHERE TO BUY 
Ballet Slippers | 


OA ee, 





BALLET SLIPPERS — IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Hand Ture 
Seft Toe 
Child’s 6 te ti—$1.35 
Misses (1'/ te 2— 1.40 


Women’s 2'% te 8—1.45 
Alse Hard Toes 


SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
1 No. 1tith St., Philadelphia, Pa. 














BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Miss. Childs 
| Ne. 600 Black Kid..1.45 1.40 1.35 
Ceast Prices Slightly Higher 


BROOKS SHOE 


MFG. CO. 
Philadelphia— 

1735 No. 6th 8&t. . 
Los Angeles—1162 80. Hill 8t. 


Sumith 
uu 


Rights and Lefts 
Two Grades 


Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.385 1.30 1.25 


In Steck 
325 West Monroe 








wM. 
SUMNER 
SMITH 


Chicago, Ill. 














Im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ 1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INO. 
147 Duane St., 
New York, N. Y. 














DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Children’s Shoes 


6h EFA PE ee 


“ELAM”’ 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 
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“WHERE TO BUY 
Shoe Buckles & Fabrics 


a Oe 


TrirarR!t & De ALTERS 
Importers and Manufacturers 
OUT STEEL wd ? BEADED 
RHINESTONE 
SHOE ORNAMENTS 


101-103 West sve Street, 
New York City 


Ve si 
[See 2 





“Decidedly Different” 
Importers 


MAISON MANN, INC. 
formerly 


BAUER & 
3 West 29th St., New York 


999090000 09000000000000000 


y<VEITH > V 


CUT STEEL— 
E IMITATION STEEL E 


r BEADED 
SHOE BUCKLES 
T «.&H8. VEITH, INC TF 
wt 9-11 a wl York 





Trade Much Improved 
in Brockton District 


BROcKTON, Mass.—General improve- 
ment is seen among shoe factories in 
this district, and optimism is the order 
of the day. Not only are orders larger 
in. number but individual orders are 
larger in size than for many weeks. 
Furthermore, this condition applies to 
all grades, from the lowest to the high- 


est. 

With the orders now being placed in 
Brockton factories there is every rea- 
son to believe that the coming weeks 
will show a much heavier volume of 
production than has been the case for 


Fall Buying Now Going Strong 


[CONTINUED FROM PAGE 59] 


flourishing for Fall as we make it. 
The mills will undoubtedly be in full 
swing a little later, both in eastern 
Ohio and in other sections within our 
customer radius. Straps will lead for 
Fall. There will be many open ox- 
fords. Straps should lead, however, to 
the extent of 60 per cent, with 30 per 
cent fancy ties and 10 per cent regula- 
tion oxfords. 
good color for early Fall buying. Pat- 
ent leather will be strong; matt kid 
has been very good with us during the 
past two seasons, and I think that it 
will hold its popularity for Fall, as it 
makes a beautiful looking shoe. Pretty 
styles and combinations of leathers will 
appeal to the ladies; reptilian trims 
are effective and should be good sell- 


ers. 
* * * 


WILMINGTON, DEL.—J. Ryan, buyer 
for Kennard-Pyle Co., high-grade store 
of this city of 125,000, states that his 


trade is always good, and that he ex- 
pects a good business for Fall as the 


Dark brown will be a} 





Du Ponts and other industries located 
in Wilmington show no indication of 
cessation of their activities. He sells 
women’s and children’s shoes, and be- 
lieves that there will be more straps 
sold than ties; he thinks that brown 
suedes will be popular, and that the 
proportion of straps moving for Fall 
should be 75 per cent to 25 per cent 
on ties. 


DopcE City, KAN.—“It looks like a 
good Fall business in this section of 
the country,” said H. E. Ripple, for- 
mer secretary of the Kansas Shoe Re- 
tailers’ Association. “Two weeks ago 
the first wheat was cut, as it has been 
raining every day for the past month. 
There have also been some very bad hail 
storms, which I would estimate wil! do 
20 per cent damage to the crop. But 
at that we will have the largest crop 
that has ever been raised. A lot of 
the fields are making as high as 50 
bushels ‘to the acre of wheat that is 
testing very good.” 











a long time. 


Second Store Opened 
by Costume Bootery 


MILWAUKEE, WIs.—“Paradise Shoes” 
is the name of Milwaukee’s most recent 
shoe shop, recently opened at 306 Wis- 
consin Avenue by Charles Collar and 
Dave Rellin, proprietors of The Cos- 
tume Bootery, which was established 
last Spring in the new Hotel Schroeder 
building. 

The new store occupies premises 20 
by 70 feet and specializes on popular 
price McKays. The decorations are in 
an attractive color scheme with blue 
predominant. The seating was fur- 
nished by the Milwaukee Chair Co. 


Not An Idea— 
Just A Laugh 


HREVEPORT, LA. — “Uncle” 
Frank Baird kicks in with this 
one: 

“Dear Mr. Terhune: 

“You are always looking for a 
story so here’s one. I went into a 
shining ‘parlor’ carrying an old pair 
of shoes under my arm. The ‘culled 
gentlemen’ that had shined my shoes 
several times bowed and scraped. 
‘What size shoe do you wear Stokes?’ 
I asked. 

“The boy rolled his eyes longingly 
toward the shoes I held and with his 
widest grin replied: ‘sevens, eights, 
nines, tens, ’levens, and twelves suh.’ 
That boy is sure thing player, he 
took no chances.” 





Cincinnati Market 
Strong on Suedes 


CINCINNATI, O.—Shoe factories are 
running briskly and officials expect to 
be extremely busy for the next 45 or 
60 days. The hand-to-mouth way of 
buying which prevailed in the spring 
has been overcome and retailers are 
placing very nice fall orders, in some 
instances sufficiently large to take care 
of their wants for the entire season. 

Manufacturers venture the opinion, 
on the strength of the large volume of 
suede orders coming in, that this ma- 
terial in brown and black will be the 
big feature item of fall. They do not 
expect suede to flare up and then die 
out, but anticipate a fairly active de- 
mand for suede thruout the season. 
Some business is coming in on blue 
suede and suede and kid combinations. 

Orders for reptilian footwear, notably 
Python snake and lizard, are surpris- 
ingly large, and brown kid is taking 
exceptionally well with the trade. 
Black patent is being bought more 
freely in some quarters than in oth- 
ers, and there is’ a conservative de- 
mand for black kid. 

Jobbers report that plenty of fill-in 
orders are coming in for sandals and 
merchants in some sectiions of the 
country are buying quite a few whites. 
Green, red and blue kid are being s)e- 
cified in many of the immediate ship- 
ment orders, and retailers, more « 
pecially those in the South, are send- 
ing in nice re-orders for prints. 


Lipp With Leo’s Shoes 


BROOKLYN, N. Y.—Barnett Lipp. for- 
merly of Degan- Lipp, is now with Li 
Shoes, manufacturers, in charge of } 
duction, patterns and designing. 


’S 
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Ofrovss pavements, escalators, 
stairways, pullman steps, etc., 
are danger spots to slender wood heels 
attached with ordinary attaching 


nails. Safeguard your customers by 
using Alpha Wood Heel Screws. 


Their exceptional holding power 
sets the heels true and rigid, keeping 
them in exact position— gripped to 
the heel seat. Heels attached with 
Alpha Wood Heel Screws cannot 
become loosened or lost. 





























Farsighted retailers 
forestall vain regrets 
by insisting on the 
use of Alpha Wood 
Heel Screws by the 
manufacturer. An 
important little detail 
that will safeguard 
your customer and 
help create good will 








United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Classified and Opportunities Department = 
RATES AND OTHER INFORMATION we 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. Senta: 


Otherwise insertion will be put over to the following week’s issue. — 
ton, 


POSITIONS WANTED | When advertisers desire answers to come in our care fence 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad. 
LINES WANTED ‘ vertisers desire replies forwarded direct to their address AN’ 


ot 


4c por weed. Bélnimum chesge 73c. each word of their address must be counted in the ad- Great wal 


ALL ye opt at Sin © $1.25 vertisement and paid for accordingly. (lon 
your tr 


ALL DISPLAY SPACE Payment in advance is required, except when regular Carpent 


dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. SALES 
of Soft 
Fifty 
SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED Ci 

ARE 
which 
kansas, 


TO SALESMEN SELLING MILWAUKEE. Want m 


house s 
Wanted: MADE CHILDREN’S SHOES: ear 
Salesmen of experience with We have several good territories open to men who can produce. ——. 
following, to sell our lines of ; ‘ _ cr ine 
women’s up-to-the-minute novelties HELMHOLZ SHOE MANUFACTURING COMPANY oo 
ranging from $2.35 to $2.85 Box 16, Milwaukee, Wisconsin 35 York 
carried In-Stock. States open: GALES 
Va., Pa. Ky. Ohio, Iowa, IIls., Infan 
Mo., Miss., La., Texas, Colo., Idaho, ne 


Wyo, Mont. Wis. Commission Salesmen Wanted Shoe Salesman Wanted si 


basis only. Full particulars must 
accompany application. Address, for Cleveland and 


D-520, Boot and Shoe Recorder, For Alabama, Texas, Georgia, , 
207 South St., Boston, Mass. Iowa, Minnesota, Louisiana, Illi- Northern Ohio 
nois, Missouri, Kansas, to carry as 
a side line the fastest line of The SINBAC organization, manu- 
In-Stock Styled Corrective McKay facturers of the Helthy -Fut Line 
Arch Sh said 2.85 d for children, misses and growing 

rc oes priced at $ ° an girls, wants a Cleveland and North- 
Manufacturer only selling wholesale $3.85. Liberal commission basis. ern Ohio representative. If you 
trade a . ~~ ————- Good opportunity for big earn- — a “x: omens the n tail 
to sell men’s, s’ an ouths’ : . rade in is territory anc ve 
Goodyear Welt Pwned to mat order ings. When applying, state exact demonstrated you can sell shoes, 
houses, chain stores and shoe territory you cover. Ls be on hear from you. 
manufacturers. Please state refer- te ‘rite in confidence, giving refer- 
ences. Address D-572, care oe CORRECTIVE SHOE COMPANY ences and full details as to lines 
and Shoe Recorder, 207 South St., 14th and Washington Ave., carried. Address SINBAC, 211 W. 
Boston, Mass. St. Louis, Mo. Monroe St., Chicago, Ill. 



























































SALESMAN for Missouri and Kansas. Must 
reside on territory and travel by auto. 
Stitchdave ws Large stock’ deps ae l | 
itchdowns Tge stoc epartment om- ™ m W. ., 
mission basis. Address D-584, care Boot and a es en antec 
Shoe Recorder, 207 South St., Boston, Mass. For Arizona, Arkansas, No. and So. 
SALESMAN for Oklahoma and Arkansas. Do You Know? eg eee, lees, ome 
Must reside on territory and travel by auto. aN ce a aS “ae any 
Children’s and Women’s Welts, McKays Mexia Ne ay _ Ohio oO aaa 
snd. Sutchdgwns. " Large’ sock department Lg eS 
‘ommission basis ress care Boot it thr : snularty 
= Shoe Recorder, 207 South St., Boston, That you can buy or sell it ough an E ige Saeee. prow , 
a a é »0YS 
ean the “Where to Buy” columns. This Dress Welts. Best in the country, 


WE news three pate Sane. te be yy feat a ie ti ot ell 9 ye ee — 
a sideline with a shoe salesman. Our line ure in uick servic reat 
sepresente A large sember of designs of rhine- -_ q pained pene re mera no pean 8 all 
stone shoe buckles and a complete line of spats. s s : : 7 
Applicants must submit_references with their saver in meeting immediate needs. mission. EXCELLENT OP! OR- 
first letter. Address D-589, care Boot and TUNITY FOR ENERGETIC 
Shoe Recorder, 189 W. Madison St., Chicago, } dace se a "pavene D605, _ care 

00 oe Recorder, ou 


: St., Boston, Mass. 


ALESMAN, to sell a specialty line of shoes. 
several good gh ee open, AH wartigsaars 
must accompany application. ress -599, ALESMAN for Virgini M P —_ : 
> : : rginia. ust reside on ALESMEN wanted for the distril 

} a yg! Sings peat 189 West Madi- S territory and travel by auto. Children’s a fast selling line of Infants’, 
St., Chicago, : | a ween _—, McKays one Stitch- Misses’, Growing Girls’, Little Gents’ 

‘ cae owns. arge stoc epartment. ‘ommission Boys’ and Men’s Dress W elts; als 
WE Bog the ‘South "and. Southwest. Fast basis. Address D-583, care Boot and Shoe Re- Welts and Nailed Work Shoes at’ profit 
selling Ti line of women’s “red-hot” novelty shoes, corder, 207 South St., Boston, Mass. prices to Department Store and Ret 
“In-Stock” to retail at $4, $5 and $6, strictly A wonderful money making side line 
commission basis. A wonderful opportunity vet who have established territory, selling 

for real producers with established _ trade. ALESMEN WANTED—We have an open- shoes. Straight commission basis 
ing in several states to carry ladies’ medium D-610, care Boot and Shoe Recorder, 


Wm. Marks Shoe Co., 1406 Washington Ave.. : : 4 
St. Louis, Mo. price novelty shoes in stock, as a side line on St., Boston, Mass. 


a_ strictly commission basis, for Missssippi, 
EXAS, Oklahoma, M‘dd'e West. Mountain Kentucky, Iowa, Indiana, Arkansas, Tennessee ALESMAN to carry side line of 
States, California—open. Short, pretty, and Texas. Applicants must submit references and rhinestone shoe buckles. St 

side line Turn First Steps all in stock. 7%. with their first letter. Address D-607, care tory and experiences. Address _ 1-/ 

References first letter. Schuylkill Shoe Com- Soot and Shoe Recorder, 207 South St., Bos- Boot and pn, paneer, 239 W. 


pany, Orwigsburg, Pa. ton, Mass. New York, N. 
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SALESMEN WANTED 


LINE WANTED 


FOR RENT 











| SALESMEN WANTED 


Live-wire salesmen to sell up-to-date line o 
women's nove.ty footwear to retail $1.95, 
$2.95, $3.95 and $4.95. Strictly commis- 
sion basis. Applicants must give full par- 
ticulars, experience and references. Ad- 
dress Key No. D-604, care Boot and 
Shoe Recorder, 207 South St., Bos- 





ton, Mass. 








ANTED—Real salesmen to sell popular line 

of soft soles, cushion soles and intermediate 
first walking shoes, “Self Starters,” in Indiana, 
Wisconsin, Missouri, Kansas, Arkansas and 
California. Ten per cent commission. Make 
your traveling expenses with this live side line. 
Carpenter Shoe Co.,° Rochester, N. Y. 
ALESMEN WANTED—To carry as side line, 
Siiawkes popular Infants’ shoes, consisting 
of Soft Soles, Cushion Soles and Self Starters 
Fifty live numbers carried in stock. Ten per 
cent commission. Give details in_first letter. 
(. H. Hawkes & Son, Rochester, N. Y. 


RARE OPPORTUNITY—We are n 
representatives in the following states in 
which have established trade: Ohio, Ar- 
kansas, Indiana, Tennessee, New York State. 
Want men to carry our line of In-Stock leather 
house slippers as side line. Must live _on 
territory and cover same close by auto. Give 
full particulars in first letter. No drawing 
account. Weekly settlements against orders 
received. Twenty men now successfully sell- 
ing line. Easiest selling commodity in -shoe 
game today. Maid-Rite Corp. (Manufacturers) 
35 York St., Brooklyn, New York. 








changing 


we 





SALESMEN WANTED by manufacturer of 
Infants’ Footwear, “Birth to Three Years.” 
Commission basis. Desirable territory open. 
Apply with references, firm representing. etc., 
to B & P Footwear Company, Oswego, N. Y. 








HELP WANTED 





GENERAL MANAGER’S 
ASSISTANT FOR CHAIN 
STORE ORGANIZATION 


Sales Promotion producer, man with 
extensive chain store experience. 
Excellent opportunity, state age, 
experience in detail, salary and 
nationality. Address D-606, care 
Boot & Shoe Recorder, 239 W. 39th 
St., New York, N. Y. 











POSITION WANTED 


SHOE Buyer and merchandiser: Thoroughly 

familiar with markets and retailing of 
women’s and children’s. Formerly with 
Gladding’s, Providence and Atkinson’s, Minne- 
aplis. RK. W. Lofgren, 312 Ohio Avenue, 
Providence, R. I. 


POSITION WANTED: Young Man, four 

years’ experience as manager, buyer and 
salesman for shoe department in a West Vir- 
ginia store, wishes a position with a future. 
ee references. Box 549, Montgomery, 
- Va. 











SHOE Store Manager, ten years’ experience, 

all grade shoes. Age 29. In charge pres- 
ent medium price store, doing fifty thousand 
business yearly, for three years. Would like 
to make change. North or West preferred. 
Address D-608, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


Se 

SALES. EXECUTIVE WITH 20 YEARS’ 
Perience in LEATHER and RUBBER 

FOOTWEAR, desires a position as Director 

of Sales, or Branch Manager. Address D-602, 

tare Boot and Shoe Recorder, 207 South St., 
ton, Mass. 





ALESMAN desires Manufacturer’s line 

Shoes. Travel any territory on commission, 
with drawing account, traveling expenses paid 
or salary. ‘l'wenty-tve years’ road experience. 
Post Office Box 452, Sayville, N. Y. 





SALESMAN experienced wants line for New 
Jersey or Pennsylvania. Best references. 
Address D-609, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system or 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 











FOR RENT 





HOE BUSINESS—Best location in Indus- 

trial city, Seaport, Naval Base, and main 
trading point on famous Olympic peninsula— 
the Tourists loitering ground in the “Charmed 
Land.” Owners health demands occupation 
out of doors. Quality Shoe Store, Port Angeles, 
Washington. 





Modern Daylight Shoe Factory 
For Sale 


Or will lease on favorable terms. Situ- 
ated at Salisbury, Mass., an excellent 
location to manufacture Turns. 

Now fully equipped with all machinery 
and ready for business. Low taxes and 
insurance rates. Plenty of skilled help 
awaiting opening. Always operated as 
an open shop. 

An unusual opportunity for young men 
with some Capital to develop a very 
profitable business. Address for terms 
and interview. 


WM. H. BUTLER 
27 Lakeview Avenue, 
Haverhill, Mass. 








FOR RENT:—Shoe Store Building with fix- 

tures. Occupied as Shoe Store for last 
sixty-five years. Good location in good com- 
munity. Address Dr. W. Wagner, 
Mendota, III. 





OR RENT—One hundred per cent location 

for shoe store, Knoxville, Tennessee. Im- 
mediate possession. Rent very reasonable. 
For information -write Margolies Brother, 
Knoxville, Tenn. 





RENT A STORE 
In The New 
HOTEL 


MONTCLAIR 
49th - 50th Lexington Ave., N.Y. 


A wonderful “spot” 
for a quality shop. Lo- 
cated in the heart of 
New York’s preferred 
residential district. 
LORING M. HEWEN Co. 
Incorporated 
271 Madison Avenue 
Telephone Ashland 5090 





























MERCHANT NEEDS 














MERCHANT NEEDS 





Artistic 
Price and Sale 
Tickets 


Always something new. 
Samples mailed free on re- 
quest. State if large or 
small ticket is wanted and 


the color. 





Emil Rublack 
140-142 West Broadway 
Established 1903 New York 














8 








s&s > 
$1.45 Each 


According to Size 


American Walnut Finish 


Immediate Delivery 


THE OSCAR ONKEN CO. 
611 West 4th St. 
CINCINNATI, OHIO 
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Sid Ue Your Lek Over A STEPPING STONE TO A LARGE INCOME 


ae etail yt - 5 Bs. - ~ ~% iTantted, alg pala trainin - Lo a. stool pated them a 
Quicker grasp su ‘ase — , a essi ments € 
New York Export Purcuasinc Corp. practically individual instruction. Electro-Therapeuties a orthopedics included in every ry course, Praction 
7 rT] n conjunction w eory mine: Uy] ors, our years school credit ival 

596 Broadway, N. Y. City for entrance. For information write Registrar. 4 a 


4 MISSOURI COLLEGE OF CHIROPODY 
Or Entire Stock for Cash 1049-1054 N. Grand Blvd St. Louis, Missouri 














July 2 
ee 
WANTED TO PURCHASE BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY \ 











It would be worth your while to get in MERCHANT NEEDS MERCHANT NEEDS 
touch with us before you sell any of 
your SURPLUS and DISCONTINUED 

as we have an extensive export 
and domestic outlet for almost anything 


in footwear. : 
KIRSCH-BLACHER CO., Inc. 3 DISPLAY 


624 Broadway, New York, N. Y. Pie ve 3 FIXTURES 














AAA AAA 





RS OF THE BEST one Fab: 


MERCHANT NEEDS “2, Zz RANKEL 


POISPLAY FIXTURE COT) cua 
The CAHILL CARTON DISPLAY FIXTURE CO 


chants 
THE CARTON THAT OPENS IN OF EVERY § the pa 
[ DESCRIPTION ceptior 
Milbradt THE FRONT re cxaty | say 
BEAUTIFUL COLORS 3 a sts 
Ladders ANY SIZE ntsc 


moved 
SHIPPED KNOCKED DOWN straws 


Made for 40 years Write for Samples and Details Print 
by the original in- warm 
ventors. : 

match 


a BUYING SERVICE _ tloth c 


to suit any shelving - Stra 
conditions. best s 


Get our price before of Th 


placing your order Group Buying aoa’ 

Milbradt SEND FOR DETAILS he 
Manufacturing Co. patent 
2416 No. 10th Street are gc 


GSTABLISHED. exe being 


ST. LOUIS, MO. LABELS Supine ie 


an — 
SHOE CARTONS thinks 


is ove 
EXCLUSIVE BUT NOT EXPENSIVE rics a) 
SAMPLES UPON REQUEST sively 


the su 
Schwa 
























































Complete Service and Catalog 
nent tt NYY % 363-27) LEXINGTON AVE., BRODKLY NA. wee $1.00 Per Month or $10 Per Year 
Mn ( AMERICA'S GREATEST 


SHOE CARTON & LABAL Representatives Wanted 


102 Albany Bidg. Boston Lof 
ae Pro 
for sc 


pr AAC Novelty Linens and Goud 


High Colors in Houston positic 


Houston, Tex. (UTPS)—Miss Se- ay 

—— grist, manager of the shoe eapertes nt the 

HW reed and fibre furniture fer: ff WINDOW tg ee 
Poems Sat SES eneeseTe Pl A linens as well as highly colored shoes 
seating. The above chair, in a beau- IDIS Y a in blue and red Pg the younger ele- 

tiful finish and upholstery, will ment of her city. Sport shoes _ in Fort 


help to create an attractive, ap- SEG A é “SON AN white jade ao with wv t o 
ile i mings, and fourteen eights ock 
pesling atmosphere in your store. heels are also having an increased (e- 


Write for information and prices. 























DET 


923 ARCH ST. mand. White shoes have also sold ane 


well for the season. - ; ver te 
PHILADELPHIA, PA. The demand in shoes retailing from a 
r3 - six dollars and fifty cents to eight eel 
ARE BUSINESS GETTERS dollars, has been for round toe short ae 
vamp shoes, while over this price /as rin i, 
been for the more conservative shoes. ee 
Pumps is the answer to the patt ganize 
demand. Business as a whole is 2 “a 
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BOWS AND LEATHER ORNAMENTS 


The leading shoe makers of America, ever zealous in the protection of their 
reputations for fine shoe making, turn to Vanity for their bows and leather 
ornaments. 


Ask your 
Manufacturer 
for 
Vanity Creations 


VANITY NOVELTY WORKS 


1261 Atlantic Ave., Brooklyn, N. Y. 


Fine bowmakers sincé 1909 





Fabrics and Straws 


Move in Chattanooga 


CHATTANOOGA, TENN.—Shoe mer- 
chants in this city report business for 
the past thirty days to have been ex- 
ceptionally good, due in part to the 
steady flow of tourists and vacation- 
ists coming to summer resorts in the 
Lookout Mountains. Whites have not 
moved to any extent, but fabrics and 
straws have sold surprisingly well. 
Print dresses are being worn in this 
warm climate and in most cases are 
matched with footwear of either print 
cloth or light colored kid. 

Straws and prints are among the 
best sellers at the shoe department 
of The Miller Bros. Company, and 
green and red kid are very good. Navy 
blue kid is receiving quite a few calls 
and seems to be cutting in on black 
patent sales. Heels from 12/8 to 21/8 
are good at Millers; the medium high 
being best. 

Light colored kid is the best mover at 
the Schwartz Shoe Store and black 
patent continues good. Very few whites 
are being called for, but Mr. Schwartz 
thinks as soon as the rainy weather 
is over, they will start selling. Fab- 
rics and straws are being used exten- 
sively for costume wear, and have been 
the surprise seller of the season at the 
Schwartz Store. 


Lofgren Leaves Gladding 


PROVIDENCE, R. I.—R. W. Lofgren, 
for some time buyer of women’s and 
children’s shoes at the Gladding Dry 
Goods Company here, has resigned his 
position. He will announce his plans 
at a future date. He was formerly 
connected with the Harris-Emery Com- 
pany, Des Moines, Iowa, and E. E. 
Atkinson & Company in the shoe mer- 
chandising field. 


Forming New Retail 
Concern in Detroit 


Detroit, MicH. (UTPS)—A_ new 
firm will soon enter into the retail shoe 
business on a large scale in the down- 
town section of this city, according to 
Ralph Isberg, proprietor of a shoe 
store at 6506 Chene Street, who is the 
Principal stockholder in the newly or- 
ganized concern. The incorporators 





Refinement in the Shoe Store 
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While this is the salon type of shoe | 
| ness is very much in its favor and the 


store, it is marked by a air of quiet re- 
finement quite different from many of 
the others which have sprung up 





are now negotiating a lease on a de- 
sirable location, Mr. Isberg states. 
The firm will be known as the Boyd 





Wears One Pair 39 
Years 


RICHMOND, Va. (UTPS)—John 
Dosh, a Luray (Va.) shoemaker, 
lays claim to unique notoriety. 
Dosh, long a resident of the Vir- 
ginia valley town, and a man 
whose name is synonymous with 
veracity, claims that he is still 
wearing a pair of shoes manu- 
factured by his own hands thirty- 
nine years ago. A short while 
ago, another citizen of Luray 
stated that he had worn his wed- 
ding shoes practically every Sun- 
day since his marriage and that, 
after twenty-eight years, they 
are in good condition. Dosh was 
asked to assert the impossibility 
of such a statement when to the 
skeptic’s astonishment, he himself 
outdistanced the other wearer 
of shoes by eleven years. 
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throughout the country. Its spacious- 


natural lighting afforded by the huge 
end windows brings out the real color 
of the shoe. 


Shoe Company and will be operated in- 


| dependently of the Chene Street store. 


It has been incorporated for $50,000, 


| of which $10,000 has been subscribed 


| stockholders 


and paid in in cash at $100 per share. 


-| The term is for thirty years and the 


The 


55 


9th. 
Isberg, 


papers were dated July 
are Ralph 


| shares, Dorothy Isberg, 55 shares and 





Robert H. Isberg, 40 shares. Robert 


i | H. Isberg is manager of Ralph Isberg’s 
: | store on Chene Street. 


‘Kitchen, Horne Buyer 


PITTSBURGH, Pa.—O. S. Kitchen has 
been named shoe buyer at the Joseph 
Horne Company, succeeding Paul L. 
Holmes. Mr. Kitchen has been with 
the company for some time. Miss A. P. 
Keenan has been named assistant to 
Mr. Kitchen. 


Chamberlin Quits 


KENDALL, MicH.—F. J. Chamberlin, 
who has conducted a shoe store in this 
village for a number of years, has dis- 
continued business, selling his stock to 
L. Levinsohn, of Saginaw, who has re- 


' moved it to that city. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot ann SHOE RECORDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


a 
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ARELY do events coincide to 

such a degree aS was expe- 
rienced in July. While Boston was 
displaying styles on the runway and 
in sample spreads, New York was 
holding the Garment Retailers of 
America’s fashion show. Both 
events were covered by the RECORDER 
and in our issue of July 28 we bring 
about the first union of fashions in 
dress and fashions in footwear, 
reconciling colors and harmonies to 
the end that merchants everywhere 
might be authentically informed as 
to feminine wants next Fall. 

In similar dovetailing of style we 
take the schedule of men’s clothing 
and reconcile new things in men’s 
wear with the smartest new de- 
velopments in masculine footwear. 

The merchant is no longer inter- 
ested merely in the beauty of a shoe 
that appeals to his eye. He wants 
to know its salability to the Ameri- 
can public. We will start in our 
issue of July 28 the first of a series 
of remarkable studies of style, made 
by us in conference with originators 
of fashion abroad and over here. 
We will show to the merchant the 
reasons for style. For example: 
World wide news influences fashion. 
The Olympic games at Amsterdam 
are being used by French designers 
to revive the glories that were once 
Greece’s. Any feminine shoe that 
has an overlay in the shape of leaves 
indicates an Olympic trend. 
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wear where style and beauty that ENDURE 
are first considerations 
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